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Making Money by Losing Money 


A Practical Method of Changing 
Old Goods for New 


1. Take $1,000 in old goods. Most 


all stores have ’em. 
* ok od 


2. Sell ’em for $500 in cash 


money. 
* * * 
3. Yes, that will mean $500 
loss—but wait a minute. 
x * * 


4. Invest that $500 cash in 
new goods that will sell for 
$800. 

x * * 

5. If they’re right, they’ll sell 
in four months, so reinvest that 
$500 again and get another $800 
in four months. 

* * * 


6. Do it again at the end of 
the next four months—buy for 
$500 and sell for $800. 

x * * 

7. Total result—the $500 
turned over three times—$1500 
cost of goods — $2400 sales— 
$900 gross profit—37.5 per cent. 

x * * 

8. Now deduct that $500 loss 
you grieved about (3) from the 
$900 new gross profit (7) and 
you are $400 to the good. 


9. Yes, perhaps it cost you $100 
expense for the sale. Yes, perhaps 
some of the new buying didn’t sell, 
and there was another $100 loss. Even 
so you are $200 to the good. 
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10. You think it can’t be done? It 
won’t work? All theoretical? All 
right, let ’em rot and depreciate some 
more. But by and by you'll meet 
that little old $500 loss somewhere, 
and mebbe it will be more than $500. 


* * * 


This subject of knowing 
gross profit and not guessing at 
it has a good reflection in the 
world famous story of two New 
York comedians, which goes 
something as follows: 

“Sam, what you all raise on 
yo’ farm?” 

“O, we raises pigs. We buy 
‘um in April and sell ’um in 
October.” 

“How much yo all pay for 
the pigs in April?” 

“(C) fo’ dollars.” 

“And how much do you get 
for them in October ?” 


“QO fo’ dollars.” 

“You didn’t make any money 
doing that.” 

“O we found that out too.” 

A loss is a loss, of course, but 


there is no sense in letting it 
grow. 
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If Noah Had Been 












Leather Terminology 


Prepared by Joint Committee of 
Tanners and Leather Goods 
Industries 


HE making of leather is prob- 
| ably the oldest manufacturing 
industry of mankind—older 
than history itself. For untold cen- 
turies man has been using the skins 
of other animals to protect his own, 
to adorn himself, to encase his pos- 
sessions or transport them from 
place to place. Yet few people can 
distinguish leather made from the 
skin of any particular animal from 
that of another, and little is known 
of the service which may be expected 
from leather made from the skins of 
various animals. 

The Tanners’ Council of America 
many months ago felt that an official 
compilation should be made of 
names, classifications, terms and 
other words in common use in the 
leather and allied industries and to 
that end sought the cooperation of 
the manufacturers and sellers of 
leather products in order that an 
official dictionary of leather termi- 
nology might be prepared. 


Raw Materials of Tanning 
Industry and Leather Pro- 
duced Therefrom 


Cattle Group: 
Steer, Cow and Bull Hides, produc- 
ing leather for— 
Shoe soles, heels, counters, welt- 
ing, etc. 
Shoe uppers. 
Harness, Saddles, Skirting (for 
saddles), Horse Collars, etc. 
Traveling Bags, Suit Cases, Brief 
Cases, Straps, etc. 
Gloves. 
Machinery Belting. 
Upholstery for automobiles and 
furniture. 
Fancy Leather Goods, Pocket: 
books, Belts, etc. 
Bookbindings. 














Aprons. 

Buffing Wheels. 

Carders, Combers and Pickers on 
textile machinery. 

Hydraulic Packings and Washers. 

Laces for Belting, etc. 

Lithographic purposes. 

Footballs and Sporting Goods. 

Razor Strops. 

Suspenders. 

Rawhide. 

Kipskins (from large calves or un- 
dersized or small breed of cat- 
tle), producing leather for— 

Shoe Uppers. 
Fancy Leather Goods. 
Gloves. 
Calfskins, producing leather for— 
Shoe Uppers. 
Fancy Leather Goods. 
Gloves. 
Sweat Bands for Hats. 
Rawhide and Parchment. 


Sheep and Lamb Group: 

Wooled skins, haired skins (cabret- 
tas), etc., producing leather 
for— 

Shoes. 

Gloves. 

Bookbindings. 

Clothing. 

Fancy Leather Goods. 

Traveling Bags and Cases. 

Aprons 

Chamois 

Shearlings, jerkins and other arti- 
cles of clothing. 

Sweat Bands for Hats. 

Meters. 

Parchment. 

Piano actions. 

Rollers on textile machinery. 
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a ‘Tanner 


Old Noah did build an ark, 
There’s one more river to cross. 

He built it out of hickory bark, 
There’s one more river to cross. 


The animals went in two by two, 
There’s one more river to cross. 

The elephant and the kangaroo, 
There's one more river to cross. 


There he had his bark, his raw 
leather and his water. Noah gave to 
industry one wonderful thought; 
that is just beginning to be appre- 
ciated, and that is the use of a 
diversity of mate- 
rials to satisfy 
the whims of 
women for fash- 
ion in footwear. 





Goat and Kid Group: 
Skins used for producing leather 
for— 
Shoe Uppers. 
Fancy Leather Goods. 
Gloves. 
Bookbindings. 
Upholstery. 


Equine Group: 
Horse, Ass, Mule, Colt and Zebra 
Hides, producing leather for— 
Shoes. 
Gloves. 
Sporting Goods (baseball covers 
and mitts, etc.). 


- Puttees. 


Luggage. 


Buffalo: 

Domesticated land and water buffalo 
(not American Bison, whose 
hide is not tanned for leather), 
producing leather for— 

Shoe Soles. 
Belting. 
Buffing Wheels. 
Luggage. 


Pig and Hog Group: 
ig, Hog, Boar, Peccary and Car- 
pincho (a Brazilian rodent) 
skins, producing leather for— 
Fancy Leather Goods and Bag- 
gage. 
Gloves. 
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Innersoles, Counters, etc. 
Saddlery and Harness. 


Deer Group: 

Fallow Deer, Reindeer, Antelope, 
Gazelle (dikdik), Elk and Cari- 
bou skins, producing leather 
for— 

Shoe Uppers. 

Gloves. 

Clothing. 

Fancy Leather Goods. 
Piano actions. 


Kangaroo and Wallaby Group: 
Skins producing leather for— 
Shoe Uppers. 


Aquatic Group: 

Seal, Sea-lion and Walrus skins, pro- 
ducing leather for— 

Luggage, Fancy Leather Goods 
and Buffing Wheels. 

Shark, Whale, Blackfish, Dolphin, 
Porpoise, etc., producing leather 
for— , 

Fancy Leather Goods, 
and Shoe Uppers. 

Alligator, producing leather for— 

Luggage, Fancy Goods and Shoes. 


Luggage 


Minor Ciasses: 
Ostrich skins for— 
Fancy Leather Goods and Lug- 
gage. 
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Little used because of small sup- 
ply and long time required to 
tan into leather. 


Glossary of Finishes, Processes 
and Other Terms 


Back. Formed by first cutting 
the hide longitudinally along the 
backbone, then trimming off head 
and belly. 


Belly. That part of hide from 
under side of animal, usually less 
valuable than other portions. 


Bend. A “back” with shoulder 
trimmed off. 
Butt. That part of the hide or 


skin covering the rump or hindpart 
of an animal, as for example a 
“horse butt.” Belting butt is a whole 
cattle hide tanned for belting leath- 
er after head, belly and tail have 
been trimmed off. Butt bend is 
what remains of a butt after trim- 
ming off a double shoulder. 


Crop. A “side” of leather with 
belly cut off, retaining both head 
and shoulder. 


Front. Term usually applied to 
horse hides to distinguish the fore- 
part of hide from the butt or hind 
portion. A half front is about a 
third of the entire area of the hide 
and whole front is about two-thirds 
of the area. 


Grain. Term to indicate the out- 


er or hair-side of hide or skin in 













Camel, Llama, Alpaca and Yak— 
Tanned in producing countries, 
usually for local consumption. 
Lizard, Snake, Frog and similar 
skins— 
Tanned spasmodically, depending 
upon demand. 
Elephant, Hippopotamus and Rhinoc- 
eros— 
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cases where it is split into two or 
more thicknesses. 


Head. That part of the hide 
which is cut off at the flare into the 
shoulder. 


Hide. When used to describe 
tanned leather, it refers to a pelt 
from one of the larger animals 
(cattle, horse, etc.) in its entirety, 
containing the whole superficial 
area of the covering of the animal 
from which it was taken. 


Kip. A pack of 30 skins, usual- 
ly applied to bundles of chamois 
skins. 


Ounce. Term used to indicate 
weight or substance of certain kinds 
of leather (such as bag and case 
leather). In theory it is based upon 
the assumption that 1 sq. ft. of 
leather will weigh a certain num- 
ber of ounces and will uniformly 
be of a certain thickness; hence, a 
3-0z. leather theoretically would be 
1 sq. ft. of leather which would 
weigh 3 ozs. In practice, this varies 
because of specific gravity of various 
tanning materials used and for that 
reason a splitter’s gage has been 
adopted which controls the com- 
mercial thickness of leather when 
sold by the square foot. 


Shank. That portion of the hide 
which covers the leg of an animal. 


Shoulder. That part of the hide 
between the neck and a line cut 
across the hide from the center of 
the front flanks, about 50 in. from 
the butt of the tail of cattlehides. 
















Side. Half of a whole hide, cut 
longitudinally along the backbone, 
with offal (head, belly and shoul- 
der) attached. 

Skin. Pelt from the smaller ani- 
mals (sheep, calf, goat, etc.) ; when 
applied to finished leather indicates 
the whole skin. 

Split. A term used to describe 
the portion of a hide or skin, split 
into two or more thicknesses, other 
than the grain or hair-side. 


Finishes and Tanning 
Processes 


Alum Leather. Leather produced 
by alum, used in combination with 
salt, egg yolk, and other substances. 
Before the invention of chrome- 
tanning, this was the principal 
method of tanning with mineral 
agents. The process has continued 
to be used chiefly for glove leather. 

Bark Tannage. Term used to de- 
scribe leather tanned by use of 
tannic acids found in barks, as dis- 
tinguished from mineral tannages. 

Boarded Leathers. Sides or skins 
finished by folding with grain side 
in and rubbing the surface together 
under pressure of an instrument 
known as a hand-bored. Machin- 
ery is now also used. The effect is 
sometimes imitated by embossing. 
Also called “box” or “willow” 
finish. 

Box Calf or Sides. 
Leathers.” 

Chamois or Chamoisé. 


See “Boarded 
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Degrained Leathers. Suede-fin- 
ished glove leathers of imported 
hair sheepskin, finished on flesh 
side. This term is less ambiguous 
than “imported suede” sometimes 
used. 

Dongola. Term for combination- 
tanned goat, sheep or kangaroo 
skin. Rarely manufactured today. 

Embossed Leathers. Finished by 
stamping designs on hides or skins 
with etched, engraved or electro- 
typed plates or rollers. Used ex- 
tensively on fancy pocketbook 
leather, upholstery and bag leath- 
ers and splits and sometimes on 
shoe upper leather. These designs 
may be an imitation of the natural 
or conventionalized grain of skins 
of different animals as well as of 
an artificial nature. 

Formaldehyde Tannage. A method 
of mineral tanning or tawing of the 
same type as alum, and used for ap- 
proximately the same classes of 
leather. 

Frized Leathers. Produced by 
removing the grain or epidermis of 
the skin by exposure to a strong 
lime liquor over an exceptionally 
long period. This method is used 
for the manufacture of: mocha glove 
leather and of certain kinds of 
buckskin. 

Glazed Finish. Produced by pol- 
ishing grain surface by a roller of 
agate, glass or steel. Infrequently 
made by a varnish or shellac coat- 
ing. 





French hid or French Kid Fin- 
ish. As name implies, the original 
“French Kid” was made in France 
and since it was a distinctive finish, 
the term in time was applied to a 
special class of leather made in 
other countries. Today it means 
leather tanned from kidskin by an 
alum or vegetable process. In the 
glove trade it is usually called 
“Genuine Kid.” 

Gun Metal. Term to describe 
dull finish of the shade of gun metal 
on leather, but brighter than “mat” 
finish. 

Mat Finish. Term to describe 
smooth dull finish on upper leather; 
not necessarily smooth finish on 
other lines of leather. 

Mineral Tannage. Term used to 
include leather produced by the use 
of chromium salts, alum, formalde- 
hyde and other like agents, as dis- 
tinguished from “vegetable tan- 
nages.” 

Oil Tannage. The process of 
tanning with animal gils, which is 
used in the manufacture of certain 
soft leathers, particularly chamois 
and certain kinds of buckskin. Fish 
oils are generally used. 

Ooze. See “Suede Finish.” 

Spanish Grain. Finish produced 
by embossing on fancy or uphol- 
stery leather a modified natural 
grain which formerly was produced 
by. drawing or striking a hide or a 
skin in a strong tan liquor to shrink 
the grain, the result being to form 

a curious pattern on the sur- 








face, owing to unequal 








an animal, the name has 
been used to include certain 
finishes or tanning processes 
and is applied to oil-tanned, 
suede-finished sheep skins or 
fleshers. 

Chrome Tannage. At the 
present time chrome is the 
ruling method of tanning 
with a mineral agent. The 
processes used differ some- 
what but all employ one or 
more salts of the metal 
chromium, principally 
chrome sulphate and bi- 
chromate of potash or soda. 
This process is used for tan- 
ning practically all the shoe 
upper leather made in this 
country, such as kid, calf and 
side upper. 

Combination Tanned. Tan- 
nage of two or more agents, 
such as chrome and bark. 

Corrected Grain. See 
“Snuffed Finish.” 

Currying. A_ secondary 
process of finishing leather 
after tanning for the specifis 


While originally the name of > 











H-1034 Wants 


— 


They Want to Know 


Merchants ask us where to buy shoes and 
other store merchandise. 
we list typical inquiries, thus: 
H-1023 Wants women’s and 


boots from stock to retail $6 to $10. 


H-1024 Wants men’s and women’s hockey shoes. 
H-1025 Wants high top leather bvots with Zipper 


fasteners. 


H-1026 Wants women’s cheap McKay novelties. 
H-1027 Wants women’s covered straw bath sandals. 
H-1028 Wants men’s riding boots in stock. 
H-1029 and: Five stores—want men’s, 
H-1030 women’s and children’s shoes in volume at 


chain store prices. 


H-1031 Wants bowling shoes. 
H-1032 Wants jobbing outlets for women’s turn 


“seconds.” 


H-1033 Foreign—wants rubber soles and rubber 


sheeting for soles. 
manufacturer’s 


lished store on Pacific Coast. 


Interested manufacturers may have names 
on request to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





purpose intended. CZ 





—_____— 
near 





In this space 


children’s Russian 


line of women’s 
McKay’s to retail $4.85 and $5.85 in estab- 


———— —-A,_ 


shrinking of different por- 
tions. 

Snuffed Finish. Term to 
describe leather which has 
had the grain removed by 
emery wheel more or less 
lightly. Also known as “Cor- 
rected Grain.” " 

Suede Finish. A finish 
produced by running the sur- 
face of leather on a carbo- 
rundum or emery wheel to 
separate the fibers in order 
to give leather a nap. The 
grain of leather may be suede- 
finished but the process is 
oftenest applied to the flesh 
surface. “Suede” is usually 
applied to chrome or alun- 
tanned leather while “ooze” 
is applied to vegetable- 
tanned leather. 

Tawing. The old English 
term applied to the process 
of making leather with alum 
to distinguish it from tan- 
ning in the strict sense, the 
latter term having been orig- 
inally confined to leather- 
making with vegetable agents. 
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66 EDILL is ugly, but sells 
pretty shoes.” ; 
That advertising slogan 


has a cash value of $10,000 to D. L. 
Medill, Pueblo, Colo., shoe dealer. 
During the past few years the slogan 
has increased his sales $10,000 above 
the average sales before the 
motto was adopted. 
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in Pueblo Gets Business 


one woman, Medill decided it would 
at least sell one pair to other women. 
He would try it. 

The next day a sign was hung over 
his shop and on it was: 

“MEDILL IS UGLY BUT SELLS 
PRETTY SHOES.” 






Medill is Ugly but Sells Pretty Shoes 


Capitalizing on His Face This Merchant 


and clerks. It makes immediate 
friends of everyone in the store and 
puts them in their natural moods. 
Customers feeling at ease and act- 
ing naturally, pick shoes that they 
want and ones that satisfy them, 
Medill states. 

“Hundreds of persons have 
commented on my _ slogan,” 





Now Medill never goes into 
a barber shop or restaurant 
without being hailed by a cus- 
tomer as, “Why, here’s the 
ugly man who sells pretty 
shoes.” Even at church, Me- 
dill meets the boomerang of 
his slogan which works for 
him twenty-four hours a day. 
To be branded an ugly man 
does not embarrass Medill, 
but starts strangers to ques- 
tioning. Curiosity ultimately 
leads them to his shoe shop. 

The first time Medill was 
branded as ugly he did not 
relish the reflection. A woman 
was in the store looking at 
shoes. She was fairly well 
acquainted with Medill. Un- 
expectedly, woman fashion, 
she remarked, “My, Mr. Me- 








was foolish.” 


“Hundreds of per- 
sons have commented 
on my slogan,” Medill 
says, “but only two 
have ever said that it 


“One of them was 


but she does not want 
me advertising that 
she picked out an ugly husband. 
“On one occasion when we were exhibit- 
ing at a fair, with the slogan on a large 
sign, Mrs. Medill came a‘ong. 
down the sign while thirty or forty women 
were trying to pick the ‘ugly man’ from 
a group of men, including myself, lined 
up against the wall. 
filled the store.” 


She tore 


I lost my sign, but 


winunN 





dill, but you’re ugly.” 

“Yes—yes,” Medill stam- 
mered as he regained his composure, 
“but I sell pretty shoes.” 

The remark broke down all formal 
barriers. Before the woman left the 
store she purchased six pairs of 
shoes. 

When the woman had gone, Medill 
hunted up a mirror to seek the truth 
about himself. True, he was not 
handsome. There was apparently 
nothing he could do to improve his 
features. Yet, he carried a stock of 
pretty shoes—just as he had told 
the woman customer. If the combi- 
nation of homely features and pretty 
shoes would sell six pairs of shoes to 


Ever since business has been im- 
proving. Hundreds of customers 
attribute their patronage solely to 
the slogan. Many of them enter the 
store, approach the first clerk and 
ask, “Where is the ugly man?” 

Often when the question is asked 
and the store is full of persons, Me- 
dill lines up the clerks and takes his 
place with them. Customers are 
then asked to pick out the “ugly 
man” and then choose their “pretty 
shoes.” A minute of such frivolity 
never fails to sever the chains of 
indifference and to break down the 
distant feeling between customers 


Medill says, “but only two 
have ever said that it was 
foolish. 


66 NE of them was my 

wife. She does not 
dispute that it brings in busi- 
ness, but she does not want 


—_ _ - does me advertising that she picked 
rw — br -_ bee out an ugly husband. 
a Se “On one occasion when we 


were exhibiting at a fair, with 
the slogan on a large sign, 
Mrs. Medill came along. She 
tore down the sign while 
thirty or forty women were 
trying to pick the ‘ugly man’ 
from a group of men, includ- 
ing myself, lined up against 
the wall. I lost my sign, but 
filled the store. 

“Just the other day Mrs. 
Medill protested the erection 
of a new and larger sign in 
front of the store, in which the 
slogan was displayed. While she 
was objecting, a woman bought $10 
worth of shoes from me. So I won 
the argument.” 

Merchants in other parts of the 
nation have heard of the novel 
motto and have asked Medill for 
permission to use it. “I am not sel- 
fish; the motto is not copyrighted 
and anyone can use it who cares to,” 
Medill states. 

Medill’s shop is upstairs. For 
that reason he says that it takes 
something different to get the pat- 
ronage. 





Getting Some Publicity , 


ERE’S another way to make the 
Chicago convention of the N. S. 

R. A., Jan. 9, 10, 11 and 12, stimulate 
business in your own home territory. 
Manager Spangler has received 
word from the Nashville Shoe Re- 
tailers’ Association through J. P. Bell 





of Bell’s Bootery that they are con- 
sidering bringing reporters as their 
guests as a means of obtaining effec- 
tive local publicity concerning the 
convention, style show, activities of 
the local merchants and what they 
will offer the public for the spring 


season of 1928. Mr. Bell says: “It 


occurred to me if the larger cities 
throughout the country could do 
something of this kind as a whole, 
that it would give the shoe industry 
more publicity than anything they 
could do.” 
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Getting More Shoes Sold Righi 





Muddling Up Stores 


T is the natural thing for merchants at this time 

of the year to lay plans for their business pro- 
gram for the coming year. Let’s hope they do 
not consider going too far afield in their dollar 
chasing. 

A footwear shop as such can specialize and em- 
phasize everything that has a place, purpose or 
utility such as hosiery, footwear, ornaments, novel- 
ties, but the shoe store makes a mess of things 
when it steps out of the field of footwear, or 
leather. 

There is a place for leather goods of all sorts 
because the shoe man by his long experience is 
best suited to sell that sort of merchandise, but 
outside of odd articles he is but muddling up his 
store by adding such items as radio sets, soft drinks 
and drug store items. 

What’s going to happen to retail business when 
every store that has a place on Main Street han- 
dles a small stock of every conceivable article 
wanted by the shopping eye of women, men and 
children. 

A man who sticks to his footwear business and 
capitalizes that knowledge—plus his knowledge of 
leather—is serving more directly the wants of his 
community. He becomes a true selecter of style- 

_ful merchandise. He cannot hope to competently 
select shirts and underwear. He is first and fore- 
most a footwear man. 
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Here is a significant report made by the United 
States Chamber of Commerce: 


“A wholesale business of more than a billion 
dollars is disclosed by the Domestic Distribu- 
tion Department’s detailed report on the dis- 
tribution census of Kansas City, Mo. 

“The report, which has just been issued, 
shows also that Kansas City’s retail expendi- 
tures amount to $300,000,000 yearly. The larg- 
est sales in single commodity classes are for 
shoes and women’s outerwear. 

“Nearly 13,000 retail merchandise outlets 
are revealed by the census. Unusual selling 
plans are shown. Tobacco may be purchased 
in bakeries, women’s hosiery in grocery stores, 
hardware in drygoods stores, radio sets in 
gasoline filling stations, hats in shoe stores, 
and shoes in hat stores. Six jewelry stores sell 
men’s clothing, and eighteen butcher shops 
sell cigars.” 


When merchandise gets all messed up by con- 
flicting lines, no shoe man can hold within his 
capital a representative line of the basic item, foot- 
wear, which is his main line to a real and continu- 
ous profit. Window shopping is all right as a holi- 
day season diversion for here and there a customer 
may buy an extra article, but in the aggregate 
money is lost in the carry-overs. As a single com- 
modity, footwear deserves to stand on its own ser- 
vice footing when everybody else’s store scatters 
public attention, the wise merchant concentrates 
on what he knows best. 


Factory Filling Error 


NE of the most difficult problems of the shoe 

trade today is the continuance of production, 

month by month, at an average manufacturing [oad 
per day. , 

When shoes are bought al! in a hurry and made 
in a double rush, no factory gets the best out of 
competent workmen and good materials. 

A slackening of production leads many manufac- 
turers into the error of soliciting bulk orders from 
chain stores “to keep the mill running.” That man- 
ufacturer is selling his birthright for a mess of 
orders. He may be sacrificing the profits of the 
year by using the mass-order as a stop-gap. 

One of the leading shoe merchants of America 
writes: “I do not think it is smart to place big 
orders when factories are dull because of the possi- 
bility of getting that production below cost. | 
used to think it was all right to grind down the 
manufacturer at a time of the year when he was 
erying for business. I have changed my mind con- 
pletely. I now think this is a very unwise policy. 

No industry can grow without security to its 
capital. When that security ceases the capital flees 
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for safety. The industry becomes impoverished 
and fails to make constructive progress. What is 
more, the shoes I buy under the necessity of giv- 
ing a mass order are usually wrong selections. 

I never profit by somebody else’s loss of profit. 
I have cut it out completely. Instead, I study my 
normal needs over the year’s period and give to the 
factory a certain regular quota monthly to satisfy 
the eighty per cent of standard selectian that can 
be foreseen two and three months ahead. I get 
better shoes, better service and better satisfaction 
by this new policy of mine.” 


Amusement First 
UBLIC INTEREST—in what direction is it 


- moving? Find IT and you know the trend of 
money and merchandise. With startling clearness 
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One mechanical device, costing one hundred thou- 
sand dollars, depends on getting a nickel per cus- 
tomer at the amusement park, and in one summer 
the operator expects to get his initial capital back, 
plus a profit. 

When the amusement industry develops to such 
importance, the merchant of shoes and other ap- 
parel should begin to sense the additional competi- 
tion for the dollar. He has got to make his shoes 
so interesting that the public will prefer to spend 
the money for foot amusement, rather than for eye 
diversion. 


The Public is Wise 


AN anyone explain why it is that the public 
assumes to know so much about shoe prices? 
Every Tom, Dick and Harry quotes prices glibly, 


comes the answer—the 
American public’s first 
interest today is in the 
amusement question. It 
is so great a problem 
that it even dims politi- 
cal issues. Headlines 
for happiness, obscur- 
ity for serious and 


political subjects. 
The thought of 90 
per cent of the public 


i stoward fun, amuse- 
ment and diversion. It 
is the new element in 
American life, and it is 
the most difficult mood 
to harness to a mer- 
chandise product. Mil- 
lions for fun, but not 
many cents for utility. 
An enormous amount of 
leisure has been re- 
leased by machinery 
and machine methods. 

In the Stevens Hotel, 
where the National 
Shoe Retailers’ Asso- 
ciation is to hold its 
convention, the show 
world recently met to 
devise ways and means 
of separating the pub- 
lic from its nickels and 
dimes by entertainment 
devices. Inventive in- 
genuity has created 
more tricks for amuse- 
ment park money-get- 
ting than ever before. 














i “X 
The ‘Reason Why 


THE FAMILY SHOE STORE 
Andover, Mass. 


I have just read the last issue of the Boot AND SHOE 
RECORDER with the same consuming interest that I 
have all the other issues for the last fifteen years. 

I can’t help at this time but express my feeling of 
satisfaction at extracting the REcoRDER from my 
morning mail each week, for it means to me a con- 
tinuation of “What’s What” in the shoe game. 

This contact, made each week through the Boot 
AND SHOE Recorper, has actually paid dividends 
every year for the last 15 years and I should miss 





its weekly counsel if it were to discontinue. 
Very truly yours, 
(Signed) HARRY J. HYLAND, 
The Family Shoe Store. 
s 8 x 

Many shoe merchants have found the RECORDER 
to be an investment that has never failed to pay 
dividends. 

Mr. Hyland says he has had fifteen years of 
steady dividend returns—and that’s a good record 
even for these days of high finance. 

Any merchant, large or small, can profit from 
the REcorvER, provided he can read intelligently 
and apply in a practical way that which he has 


learned. 
Tacs 61. 


President. 
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has decided notions of 
what they ought to be, 
and equally decided no- 
tions of late as to limit- 
ing profits thereupon. 

We do not find any 
such assumed popular 
wisdom with regard to 
the prices of overcoats, 
watches, candy, hats, 
sets of furniture or any 
other popular commodi- 
ties, most of which do 
not vary in price in any 
wider range than shoes 
do. Nobody pretends to 
know what they ought 
to cost; but everybody 
thinks he knows just 
what a pair of shoes 
ought to cost. 

One curious feature 
of it is that real shoe 
experts will vary wide- 
ly in setting a value on 
shoes of unknown 
origin, upon close ex- 
amination and inspec- 
tion. It is only the un- 
informed, the non-ex- 
pert, the amateur 
judges who know it all 
and are so positive. 

Perhaps one reason 
is that shoe dealers 
have dealt frankly and 
aboveboard with the 
public, too much so for 
their own good. 











Boston opens the new 
year with style show for 
large retail interests, 
wholesalers, chain stores 
and department _ store 
volume business. 
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IG buyers are scheduled to ar- 
Bex in Boston in large num- 

bers on the days of Jan. 3-5, 
with the Sixth Annual Official Bos- 
ton Shoe Show as the objective. 
Shoe buyers the country over, repre- 
senting large retail interests, whole- 
salers, chain store operators and de- 
partment store purchasers, have 
been extended special invitations to 
inspect the 150 or more spring and 
summer lines on display in the grand 
ballooom of the Statler and in the 
sample rooms located on the fourth 
to sixth floors of this modern hos- 
telry. 

At no time during recent years 
has the world of footwear been so 
excited as at the present time, on 
account of the rapid price changes 
which have been taking place. What 
the volume shoe buyers’ reaction will 
be toward the recent price advances, 
already declared emphatically by 
many manufacturers, will be dis- 
closed, in the opinion of Manager J. 
G. Brown, at the coming Sixth An- 
nual Official Boston Shoe Show. 
Manager Brown states that if for 
no other reason than on account of 
the tremendous interest which big 
buyers are manifesting in price in- 
creases, attendance at the Sixth An- 
nual Official Boston Shoe Show will 
be the largest of that of any previ- 
ously held event of this kind. In 
addition to the price situation, buy- 
ers realize, says Manager Brown, 
that here they may gather advance 
and authentic information pertain- 





Boston’s Big Market Week 


ow = January 3-4-5, 1926 ov 


ranged to bring out in a spectacular 


ing to styles and supplies for the 
coming run—all of which data is 
obviously of paramount importance 
to them. 

This year the style revue will be 
a strong feature of the Show and 
will see in action about 75 living 
models, representing shoe, leather 
and other products of one of the 
foremost of America’s allied indus- 
tries. George R. Walmsley, who has 
had an extensive experience in the 
attractive staging of many previous 
affairs, is director of the style revue. 
Phillip Melhado is in charge of the 
entertainment features. 

Mr. Walmsley says: “The Sixth 
Annual Official Boston Shoe Show’s 
style revue will be the most unique 
presentation of footwear, materials 
and their accessories that we have 
ever had here in Boston. We intend 
to put across a special ‘stunt’ on our 
120 feet of runway. Our stage set- 
ting will be in rainbow effect and our 
silver and gold draped curtain will 
add a note of rich refinement to the 
exquisitely gowned models who will 
parade the U-shaped runway show- 
ing the Fashion Footwear Fancies 
of 1928.” 


HE runway revue, called “Fash- 

ion Footwear Fancies of 1928,” 
will be held on all three nights of the 
Show, commencing promptly at 8.30 
o’clock. Morey Pearl’s Broadcasting 
Orchestra will furnish the music for 
the occasion. In connection with the 
style revue, the management has ar- 













way the four-year $4,000,000 cam- 
paign which has been launched by 
the N. S. R. A. in the interests of 
men’s footwear. A group of twelve 
young ladies, whose efforts have 
heretofore been concentrated on the 
display of women’s footwear, will in 
this section lend their charm and 
grace to this important men’s move- 
ment now so definitely under way. 
The Temple Glee Club, composed of 
fifty male voices, will render selec- 
tions. 


ACH afternoon performance, com- 
mencing at 2.30 o’clock, will fea- 

ture the Stetson Shoe band, which 
will render the same selections played 
by them at Paris in competition with 
some of the best bands in the coun- 
try at.-the American Legion 1927 
convention. There will also be a 
special entertainment and _ revue 
furnished during each afternoon ses- 
sion by the Stetson Snappy Shoe en- 
tertainers. The show opens officially 
on Tuesday, Jan. 3, at 10 a. m., with 
inspection of lines in sample rooms 
of exhibitors on the fourth, fifth and 
sixth floors. At 8.15 o’clock Mayor 
Malcolm E. Nichols of Boston will 
give an address of welcome which 
will precede the showing of the latest 
designs and patterns in shoes, inter- 
spersed with dancing numbers and 
high-grade entertainment. The Show 
closes each night at 10 o’clock. 
Wednesday, Jan. 4, is New England 
Day, and will be devoted to inspec- 
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tion of samples in booths and sample 
rooms, followed by the runway show 
in the evening. The program on 
Thursday, Jan. 5, will be practically 
the same as that of the opening day 
and will conclude with a banquet in 
Parlors A and B, reservations for 
which can be made at the registra- 
tion booth or at the show manage- 


Charles W. Morrill, president, 
National Shoe Travelers’ Associa- 
tion, chairman; Harry P. Lynch, 
president, Boston Shoe Travelers’ 
Association, vice-chairman; Wil- 
liam Noll, secretary, Boston Shoe 
Travelers’ Association; John T. 
Hollis, Frank Lord, Frederick 
Howe, Cushman-Hollis Co., Auburn, 
Me.; Robert Mills, D. B. Seaver, 
United American Shoe Co., Chelsea, 
Mass.; D. C. Swan, Gale Shoe Mfg. 
Co., Manchester, N. H.; E. J. Rafter, 
S. O. Jellerson, Jellerson, Rafter Co., 
Norway, Me.; Elisha James, Tiles- 
ton-James Shoe Co., Derry, N. H.; 
Oscar Stevens, H. G. Lumbard Shoe 
Co., Auburn, Me.; H. P. McNulty, A. 
G. Walton & Co., Inc., Chelsea, Mass. ; 
Harry Goss, Walter Jennings, L. Q. 
White Shoe Co., Bridgewater, Mass. ; 
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ment’s headquarters in the ballroom 
of the Hotel Statler. 

Committees representing the vari- 
ous trade bodies who are cooperating 
with the show management in the 
perfection of its many details will 
take an active part in the Sixth An- 
nual Official Boston Shoe Show, 
among them being the New England 


Leo C. Anderson, Sargent, Anderson, 
Inc., Salem, Mass.; C. E. W. Grin- 
nell, Endicott, Johnson Corporation, 
New York; Edward Cox, C. H. Alden 
Co., Abington, Mass.; L. B. Cubber- 
son, Field Bros. Shoe Co., Inc., Mid- 
dleboro, Mass.; George Cummings, 
L. B. Evans’ Son Co., Wakefield, 
Mass.; Robert Doyle, Leonard & Bar- 
rows, Middleboro, Mass.; William 
E. Cooper, Churchill & Alden, 
Brockton, Mass.; A. N. Blake, Wat- 
son Shoes, Inc., Lynn, Mass.; 
George B. Field, M. E. Richardson, 
Springvale Shoe Co., Boston; Oliver 
Blood, Eno & Blood Co., Manches- 
ter, N. H.; Harry Huckins, J. E. 
French Co., Rockland, Mass.; Moses 
Ellis, Bray, Stanley & Ellis, Inc., Bos- 
ton; Daniel Tyler, Sr., Linscott, Tyler 
& Wilson, Rochester, N. H.; Chas. 





New England Shoe and 
Leather Association 
Committee 


John T. Hollis, Cush- 
man, Hollis Co., Auburn, 
Me., chairman; Dan Ty- 
ler, Linscott, Tyler & 
Wilson Co., Rochester, 
N. H.; George B. Hen- 
drick, Lewis A. Crossett 
Shoe Co., North Abing- 
ton, Mass. 


New England Shoe 
Wholesalers’ Com- 
mittee 


M. P. Gaddis, presi- 
dent, New England Shoe 
Wholesalers’ Associa- 
tion, and Byron S. Wat- 
son, Greene, Anthony & 
Co., Providence, R. I. 


Boston Shoe Associates 
Committee 


Oliver N. Blood, presi- 
dent, Boston Shoe Asso- 
ciates, chairman; 
Charles W. Morrill, 
president, National Shoe 
Travelers’ Association, 
and Robert Mills, Derry 





Three little girls from the runway show at the Statler, 
Boston. 
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Shoe & Leather Association, the Bos- 
ton Shoe Associates, and the New 
England Shoe Wholesalers’ Associa- 
tion. 

The Shoe Show management an- 
nounces the appointment of the fol- 
lowing committees who will look out 
for the many details connected with 
conducting this annual event: 


Reception and Registration Committee 


F. Dodge, Huntington Shoe & 
Leather Co., Huntington, Ind.; A. 
F. Jones, Stone-Tarlow Co., Inc., 
Brockton, Mass.; George Barkin, A. 
R. Hyde & Sons Co., Boston; Justin 
W. Griess, Griess, Pfleger Tanning 
Co., Peabody, Mass.; John Dowd, 
Corey Leather Co., Boston; Myer T. 
Ornsteen, president, Haverhill Shoe 
Mfrs. Association; Wm. E. Doyle, 
Doyle Shoe Co., Brockton, Mass.; 
Frank T. Farnum, Churchill & Al- 
den Co., Brockton; Chas. T. Heald, 
Stetson Shoe Co., East Weymouth, 
Mass.; J. A. Munroe, E. T. Wright 
Co., Rockland, Mass.; Lester Pack- 
ard, Avon Sole Co., Avon, Mass.; F. 
E. Gregory, Gregory & Read Co., 
Lynn, Mass.; Fred W. Small, Wise 
& Cooper Co., Inc., Auburn, Me. 











Shoe Co., Derry, N. H. 
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Who’s Who at the Statler Show 


Boston Leads With New Year’s Exhibits 


Griess Pfleger Tanning Co., Peabody, 
Mass. 

F. C. Donovan, Inc., 44 South St., 
Boston, Mass. 

H. S. & M. W. Snyder, 65 South St., 
Boston, Mass. 

Pfister & Vogel, 87 South St., Boston, 
Mass. 

Shoe Form Co., Auburn, N. Y. 

Auburn Rubber Co., Auburn, Ind. 

Huntington Shoe & Lea., Huntington, 
Ind. 

Ohio Leather Co., 33 South St., Boston, Mass. 

Silas Musliner, Inc., 89 Gold St., New York. 

J. W. & A. P. Howard, Corey, Pa. 

Ault Williamson Shoe Co., Auburn, Me. 


Charles A. Schieren Co., 727 Atlantic Ave., Boston, 


Mass. 


Keystone Sole & Shank, 601 Washington St., Lynn, 


Mass. 
C. H. Alden Co., North Abington, Mass. 
Dunn & McCarthy, Binghamton, N. Y. 
Barnet Lea., Inc., 1 Park Ave., New York. 
Joseph F. Corcoran Shoe Co., Brockton, Mass. 
Dimond Kid Co., 161 South St., Boston, Mass. 
E. T. Wright & Co., Rockland; Mass. 


A. R. Hyde & Sons Co., 159 Lincoln St., Boston, Mass. 


Corcoran Gleason Shoe Co., Brockton, Mass. 
Robertson Leather Co., 41 Spruce St., New York. 
Standard Kid Co., 207 South St., Boston, Mass. 
Gleasonite Products, 430 Court St., Brockton, Mass. 
Doyle Shoe Co., Brockton, Mass. 

Emerson Shoe Co., Rockland, Mass. 

Corey Leather Co., 179 South St., Boston, Mass. 
P. W. Minor & Son, Batavia, N. Y. 

Richards & Brennan Co., Randolph, Mass. 

F. S. Elam Shoe Co,. Rochester, N. Y. 
Interstate Shoe, Manchester, N. H. 


S. L. Agoos Tanning Co., 145 South St., Boston, Mass. 


Avon Sole Co., Avon, Mass. 
The Reynolds Co., Providence, R. I. 
Stetson Shoe Co., South Weymouth, Mass. 


GEORGE R. WALMSLEY, 


Director of Style Show at Statler = : : . 
Hotel, Boston, Jan. 3, 4, 5 Durand Shoe Co., 82 Lincoln St., Bos- 
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Lewis A. Crossett Co., North Abing- 

ton, Mass. 
* Cambridge Rubber Co., Cambridge, 

Mass. 

Kenmore Shoe Co., Chelsea, Mass. 

Little Falls Felt Shoe Co., Little Falls, 
N. Y. 

The Muskin Shoe Co., Baltimore, Md. 

Cushman Hollis Co., 179 Lincoln St., 
Boston, Mass. 


ton, Mass. 
Spector Ganzburg Co., 162 Lincoln St., Boston, Mass. 
Brockton Shoe Mfg. Co., Holbrook, Mass. 
Field Bros. Shoe Co., North Middleboro, Mass. 
Churchill & Alden, Brockton, Mass. 
Ellis Eddy Shoe Co., Lewiston, Me. 
F. E. Adams Shoe Co., Newburyport, Mass. 
Maylon Shoe Co., 135 Maple St., Marlboro, Mass. 
New York Last Co., 183 Essex St., Boston, Mass. 
Unity Shoe Mfg. Co., Lynn, Mass. 
Model & Modern Shoe Co., Essex St., Haverhill, Mass. 
Ansin Shoe Co., Athol, Mass. 
United Novelty Shoe Co., Lowell, Mass. 
Harvard Shoe Co., 367 Broadway, Boston, Mass. 
Myer T. Ornsteen Shoe Co., Haverhill, Mass. 
Burrows Shoe Co., Rocliester, N. Y. 
H. G. Lumbard Shoe Co., Auburn, Me. 
Kleven Shoe Co., Spencer, Mass. 
L. B. Evans Sons Co., Wakefield, Mass. 
The Menihan Co., Rochester, N. Y. 
J. M. Connell Shoe Co., South Braintree, Mass. 
Gregory & Read Co., Lynn, Mass. 
Watson Shoes, Inc., 130 Eastern Ave., Lynn, Mass. 
Dunbar Pattern Co., 97 Center St., Brockton, Mass. 
Devins & Yungel Shoe Mfg. Co., Harrisburg, Pa. 
Charles S. Bates, Exeter, N. H. 
Springvale Shoe Co., 186 Lincoln St., Boston, Mass. 
Rubin Bros. Footwear, Long Island City, N. Y. 
Clark Shoe Co., 192 Broad St., Lynn, Mass. 
McNichol & Taylor, Inc., Lynn, Mass. 
W. C. Goodger, Rochester, N. Y. 
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The A. S. Kreider Co., Annville, Pa. 

W. B. Rice Shoe Co., South Braintree, Mass. 

United American Shoe Co., 82 Lincoln St., Boston, 
Mass. 

Boston Novelty Shoe Co., 208 Essex St., Boston, Mass. 

Pilgrim Shoe Co., 60 K St., South Boston, Mass. 

Bender Shoe Co., 95 State St., Lynn, Mass. 

G. W. Chesbrough, Rochester, N. Y. 

W. D. Hannah Shoe Co., 131 Duane St., New York. 

Alfred J. Sweet, Auburn, Me. 

Lexington Shoe Co., Haverhill, Mass. 

Artisan Shoe Corp., Rochester, N. Y. 

John S. Gray Co., Syracuse, N. Y. 

F. M. Hoyt Shoe Co., Manchester, N. H. 

Balter Shoe Co., 70 South St., Boston, Mass. 

Gale Shoe Mfg. Co., Exeter, N. H. 

Kershaw, Durgin & Tatton, Haverhill, Mass. 

E. Bottomley & Co., 90 Wareham St., Boston, Mass. 

Lyons & Hershenson, Chelsea, Mass. 

Boot & Shoe Recorder, Boston, Mass. 

Clinton Shoe Co., Haverhill, Mass. 

Marks Chandler Co., Marbridge Bldg., New York. 

Robinson Bynon Shoe Co., Auburn, N. Y. 

Jellerson Rafter Co., Norway, Me. 

Harry M. Husk Co., Newburyport, Mass. 

Bond Shoe Co., 132 Duane St., New York. 
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Striving for Quarter 


WICHITA, KAN. 
—The Geo. Innes 
Co. recently 
housed the shoe 
departments’ of 
its mammoth new 
store in. palatial 
quarters. Will] 
Innes, of Los An- 
geles, who is con- 
sidered one of the 
country’s fore- 
most shoe mer- 
chants, operating 
four exclusive 
shoe stores in Los Angeles, Pasa- 
dena and Hollywood, was the chief 
designer of the artistic footwear 
salon here, which does what is 
claimed by Shoe Buyer Hallack to be 
“the largest department store shoe 
business in Kansas. 

“We anticipate a quarter of a mil- 


- Hallack, Shoe 
of The Geo. 
Co., Wichita, 

Kan. 
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Brown Edwards, Bank Bldg., Haverhill, Mass. 

Leonard & Barrows, Middleboro, Mass. 

Wise & Cooper Shoe Co., Auburn, Me. 

Wright, Gorevitz & McNamara, Haverhill, Mass. 

Sargent Anderson, Salem, Mass. 

Brady Sales Co., 206 Essex St., Boston, Mass. 

Crescent Children’s Shoe, Rochester, N. Y. 

W. A. Withers, Elizabethtown, Pa. 

Schwarz Ruggles, Plain St., Brockton, Mass. 

Taylor & Tibbetts, 6 Bismark St., Jamaica Plain, Mass. 

C. P. Ford Co., 12 Commercial St., Rochester, N. Y. 

H. Jacob & Sons, 780 Wythe Ave., Brooklyn, N. Y. 

Conaway Winter Ochs, 134 Summer St., Boston, Mass. 

Gotham Shoe Mfg. Co., Binghamton, N. Y. 

United Last Co., 212 Essex St., Boston, Mass. 

The Blum Shoe Mfg. Co., Dansville, N. Y. 

Horn Shoe Co., Lynn, Mass. 

Marshall Meadows & Stewart, Auburn, N. Y. 

The Juvenile Shoe Corp., Aurora, Me. 

Statler Shoe, Inc., 210 Broadway, Everett, Mass. 

Willits Shoe, Halifax, Pa. 

Wise & Nesson Shoe Co., 98 Phoenix Row, Haverhill, 
Mass. 

K & S Shoe Co., Lynn, Mass. 

Clayman Shoe Co., 1140 Washington St., Boston, Mass. 

Jordan Shoe, Chelsea, Mass. 


Million Goal 


This is the shoe department of the great and new department store of The 
Geo. Innes Co., of Wichita, Kan. 
are in solid walnut; the mirrors, with solid walnut frames, are full length; 


The panels, chairs, and fitting stools 


the carpet is in two shades of blue, 


lion dollars worth of shoes at the 
beginning of the third year of The 
Geo. Innes Co. in this new establish- 
ment here,” writes Buyer Hallack. 
One of the features of the shoe de- 
partment is the college girl’s, or 
“Young Modern” section, devoted ex- 
clusively to models of special appeal 
to the younger generation; a wide 
variety of low-heeled types are 
shown and sold. Another distinc- 


tive touch has been added by a 
slipper nook, where attractive slip- 
pers, in all of the wanted materials, 
from $10.50 up to $42.50, are dis- 
played. There is nothing west of 
the Mississippi that excels The Geo. 
Innes Co.’s high grade shoe shop for 
appointment and atmosphere, is the 
opinion of several men in the trade 
who have visited this recently in- 
stalled shoe emporium. 


L. P. Hallack, shoe buyer, took 
The Geo. Innes Co.’s shoe department 
in charge less than three years ago 
when the department’s sales totaled 
$65,000 per year, and this year he 
says that he will do over a $160,000 
business, on prices ranging from 
$8.50 to $38.50. Mr. Hallack says 
that the volume selling price is 
$12.50, but that the $14.50 price is 
running a very close second. 
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Progress 


Another New England Custom 


By Melville D. Liming 


Secretary, Boston Chamber of Commerce 













Progress, it may almost be said, nearest competitor.” Does it occur 
has become a habit in New Eng- to the purchaser to ask: “True. 
land. Our forefathers pioneered, But are they better articles because 
worked hard, developed and pros- of that?” 
pered—even as the present genera- And the salesman of the commu- 
tion is doing. Industry and pro- nity may say: “Our population has 
gressiveness have been the heritage tripled in the past quarter century.” 
of each successive generation since But is the community, for that rea- 
the days of the ee gen cobbler. son alone, a better place in which 
But New England has another to live and to do business? 
characteristic. Some may call it While competition was growing 
Pte Ginter: Does weet ie ook 
. and looked quietly on, but contin- 
will, it has become a custom, deeply ued to sonia an Mt 
rooted. =o ona of the oes Of late another and more serious 
rer ge to co a ni cao "I matter has come to our attention in 
judge the value of his work. in Boston and New England. 
times past this characteristic was Dine: di, onl alee eatin 
perhaps neither unwise nor harm- ek dete foal Gt allie 
ful. New England quality became > . he thie pal 4 st 
a standard term in the markets of F fee A 
straps is an awkward and an un- 
the world. availing exercise. Dissatisfied with 
Other sections of the country, g ; 
. results, they have attempted to 
in more recent years, have devel- ° . 

, ° as climb by pulling down on our boot- 
oped industries, have multiplied spin tink te eee coiee te Ghee. 
their products and their popula- ee oo 
weve ping on our toes. 

‘ f th All of 

More goods were produced than Pegg sc most of them. 

unsolicited public demand called ‘em exaggerations. ; 
for. Competition became intense, But to the thinking business man 
competition between manufactur- Of this section it has become evi- 
ers and competition between com- dent that New England must put 
munities. And accompanying this its accomplishments on display. 
development there came into being § No longer will the world come to 
something which was quite foreign | New England. 
to the New Englander—“high pres- New England must continue to 
sure salesmanship.” Reduced to work at the bench. But she must 
simple statements, the salesman also continue to send through the 
says: “Our company last year pro- land men who will best represent 
duced twice as many articles as its her progressive spirit. 
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Interpretive art is 
the newest form of 
illustrative message 
—a birds-eye view 
of @ convention 
session tndicating 
the birth of an idea. 
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Chicago Is Calling You—Jan. 9-12 


HILE the convention pro- 
gram is as yet incomplete 
in detail, the high lights of 


the four days, Jan. 9 to 12, 1928, 
have been chosen. Noonday lunch- 
eon sessions will be held on the first 
three days. Style reviews are to be 
staged in the main ballroom on the 
evenings of Jan. 9 and 10 and a ban- 
quet of all branches of the shoe trade 
will be held on Wednesday evening 
in the grand ballroom. 

If present expectations are real- 
ized, the outstanding feature at the 
annual trade dinner will satisfy the 
most ambitious from the standpoint 
of according the affair national 
prominence if not importance. 

It is no secret that the fashion 
show at the January trade gathering 
will prove the most elaborate and, 
in all probability, the most accurate 
delineation of shoe style which has 
thus far been attempted. With the 
consent of Julius Goldberg to assume 
personal direction of the review, the 
bars were let down so far as investi- 
ture of setting was concerned, with 
the result that this style wizard’s 
artistic fancy has been allowed full 


sway, and to those members of our 
trade who have had opportunity to 
study the new “Matlemoiselle” de- 
partment of O’Connor & Goldberg’s 
Madison Street Bootery, these words 
hold no idle meaning. This year’s 
chairman of the Style Committee 
declared: “It will be all style.” 
The facilities supplied for the 
coming convention and exposition 
surpass anything: previously em- 
ployed or even obtainable. Never 
before has there been available under 
one hotel roof such spacious and 
complete quarters for every demand 
the occasion can exact. The base- 
ment exhibit hall supplies the need 
for which the Chicago Coliseum or 
Mechanics Hall premises in Boston 
were formerly required. The grand 
ballroom of Hotel Stevens will seat 
four thousand persons for conven- 
tion purposes or accommodate three 
thousand diners. The three thou- 
sand guest rooms, of which a round 
thousand are sample rooms, will 
amply meet the requirements of all 
who decide to exhibit at the head- 
quarters of the association. And 
the extent to which the “Stevens” is 


removed from the “loop” is also ex- 
erting an urge for many to concen- 
trate at the outstanding location 
where the most prominent shoe buy- 
ers will congregate. 

Class and Convenience will charac- 
terize the approaching convention 
and exhibition of the retailers na- 
tional association. 


RACTICALLY all the hundred 

and sixty exhibit spaces in the 
Exhibition Hall of Hotel Stevens 
have been sold and the display of 
bench-made turns to be held in the 
ballroom of the hotel will constitute 
a new feature at this year’s gather- 
ing of the clans in the retail and 
affiliated branches of the great shoe 
industry. 

Taken by and large, the collective 
display of footwear at the headquar- 
ters of the seventeenth annual con- 
vention of the National Shoe Retail- 
ers Association embraces those manu- 
facturers who are representative of 
the industry. There are some omis- 
sions, to be sure, although there were 
not enough booths to go around if 
everybody had wanted space. 
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“When June Comes Along 
With a Song.” Meet Miss 
June Brown, “Red Cross” 
Shoe Model for The United 
States Shoe Co. 





RECORDER 


December 24, 1927 





This young lady is “one of 

the girls” who will make her 

debut at the Copley-Plaza 
Show, Jan. 3-5. 





Copley-Plaza Show to Typify 
Spirit of Youth 


66 HE Second Annual Boston 
Shoe Style Show, to be held 
at the Copley-Plaza Hotel on 

Jan. 3-5, will feature the lines of 
nearly ninety exhibitors in an attrac- 
tive setting, with novel and brilliant 
lighting effects designed to bring the 
shoe and the ensemble into a new 
prominence,” says Eugene A. Rich- 
ardson, manager. 

This will be an evening show, the 
doors opening each night at 5 p. m. 
and closing at 10.30 p. m. The run- 
way of 150 feet will be wide enough 
so that four models can walk abreast, 
and will be in the shape of a Mal- 
tese Cross. The fashion revue starts 
each evening at 8 o’clock. Entertain- 
ment features of Broadway night 
club caliber have been secured for 
the evening sessions of the style 
show. Evelyn Laska and Mignon, 
two favorites of Manhattan’s night 
club coterie, will appear in their own 
clever acts of dancing and singing. 
The Strollers, pet syncopators of 
New York’s West Side, will furnish 
music; the Silver Slipper Club Revue 
and the Braggiotti-Denishawn dan- 
cers are also schedued to appear. 

Representative New England shoe 
factors are keenly interested in the 
fact that the shoes this year will be 
shown by a new bevy of models, 
typifying the spirit of youth. Very 
few of these young misses have been 
in public presentations before; and 


they will add a touch of freshness 
and naivete to the runway style 
revue that should prove delightful. 
Madame Hamilton-Jeffries, national- 
ly prominent shoe stylist, and direc- 
tor of the fashion revue, is training 
the models for the nightly style fea- 
ture of the Copley-Plaza show, and 
is enthusiastic over their ability as 
mannequins. 

Among the exhibitors, the person- 
nels of whose firms will act on the 
reception committee to visiting buy- 
ers, are: 


J. A. Jonas Shoe Co., Haverhill. 

R. V. Murphy Shoe Co., Haverhill. 
C. M. & D. B. Leavitt Co., Haverhill. 
Milton Katzman Shoe Co., Haverhill. 
Fowler Shoe Co., Haverhill. 
Harding Shoe Co., Haverill. 

Gilbert Shoe Co., Haverhill. 
Goldberg Bros., Haverhill. 

Chesley & Rugg Co., Haverill. 
Milchen Shoe Co., Haverhill. 
Roslin Shoe Co., Haverhill. 

A. R. Robinson Shoe Co., Haverhill. 
Geo. F. Carleton Co., Haverhill. 


Johnson, Stephens & Shinkle, St. 
Louis. 


W. B. Coon Co., Rochester, N. Y. 


United States Shoe Co., Cincinnati, 
Ohio. 

Wood & Smith, Inc., Auburn, Me. 

Brophy Bros. Shoe Co., So. Boston. 

Prospect Shoe Co., Boston. 

Central Shoe Co., Boston. 

Leader Shoe Co., 

Scholnick Shoe Co., Boston. 

C. S. Emerson Shoe Co., Derry, N. H. 

Woodbury Shoe Co., Derry, N. H. 


M. Shortell & Sons Co, Manchester, 
N. H. 
Kimball Shoe Co., Manchester, N. H 


C. H. Cobb & Son, Manchester, N. H 
Bleecker Shoe Co.. New York City 
Reliance Shoe Co., Beverly, Mass. 
W. B. Rice Shoe Corp. So. Braintree. 
Atlantic Shoe Co., So. Boston. 

Lape & Adler Co., Columbus, Ohio. 
Cincinnati Shoe Co., Cincinnati, Ohio. 
Mitchell-Welch Co., Lynn. 

Unity Shoe Co., Lynn. 

K. & S. Shoe Co., Lynn. 

Strout & Stritter Co., Lynn. 
Summitt Shoe Co., Lynn. 

Callahan & Morton, Lynn. 

D. A. Donovan, Jr. Shoe Co., Lynn. 
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Capital Shoe Co., Lynn. 

Women’s Novelty Shoe Co., Lynn. 
Pacific Shoe Co., Lynn. 

Spector & Ganzburg Co., Lynn. 
Lefavour-Oatman Co., Lynn. 

T. J. Sullivan Shoe Co., Lynn. 
Frank C. Meyer Co., Lynn. 

L. B. Evans & Son Co., Wakefield. 
Marlboro Shoe Co., Marlboro. 
Lyons & Hershenson, Chelsea. 
Hallet & Freeman Co., Framingham. 
Geo. A. Learned Co., Newburyport. 
A. J. Anderson, Inc., Amesbury. 
Geo. W. Dobbins Shoe Co., Plaiston. 
Crescent Shoe Co., Keene. 

A. H. Berry Shoe Co., Portland, Me. 


Moran-Herman & McManus, Au- 


burn, Me. 
Rowen & Moon Shoe Co., Calais, Me. 
Fisher Shoe Co., Chelsea. 
Avon Shoe Co., Chelsea. 
Collins & Hatch Co., Georgetown. 
Farmington Shoe Co., Dover, N. H. 
Vaughan Bros. Shoe Co., Salem. 
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MADAME HAMILTON 
JEFFRIES 
Director of The Shoe Style 
Revue at the Second Annual 
Boston Shoe Style Show, Cop- 
ley-Plaza, Jan. 3-5. 
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Shapiro & Wagman Co., Portsmouth, 
N. H. 

Quinn & McArdle, Boston. 

Stanley Wass, Boston. 

Cambridge Rubber Co., Cambridge. 

W. K. Chandler, Inc., Boston. 

Geo. H. Webster Co., Athol. 

The Shoe Form Co., Auburn, N. Y. 

Samuel Cohen Shoe Co., Boston. 

S. Rosenberg & Son, Boston. 

Atkinson Shoe Co.. Boston. 

H. S. & M. W. Snyder, Inc., Boston. 

Knipe Bros. Co., Ward Hill, Mass. 
3earfoot Sole Co., Boston, Mass. 
3enj. Shir, Boston, Mass. 

Nathan Katz Shoe Co., Boston, Mass. 

Baltimore, 


Robert E. Tubman Co., 


Md. 
Cohen & Weinstein, Boston. 
H. S. Kreider Co., Annville, Pa. 


F. Mayer Boot & Shoe Co., Milwau- 
kee, Wis. 


Laganas Shoe Co., Lowell, Mass. 








Renee Writes to 
A French-Canadian Epistle on Shoes 


ALLAGASH JUNCTION 
NOVEMBER 16, 1927 


ERE JOE: De sho _ business 

shure ar a tough 1, what u say 
Joe? De way, des shoe salesmans 
goes round talking bout dis turnover 
u wood tink de hole world were 1 big 
apple. But dey don’t fool me, Joe, 
des cracer jac salesmons don’t fool 
me. U know that big guy Charlie 
Woods he carry a line of wimens 
shos, well he come into mi store de 
other day and says, “Say Renee, 
how many turnover you get in year?” 
So I say, “Well Charlie my wife she 
pritty good cook and I get proba- 
bly fifty-sixty turnover in year.” 
“WHAT?” say Charlie, “I mean how 
many time u turn your stock?” “O 
dat ar easy, I turn dem bout once a 
week, especially wen we hav a sand 
storm, den I hav to dust to see the 
shos.” ‘“No—No, I don’t mean that,” 


say Charlie. “Listen Renee I mean 
how many time u hav new stock 
during yr.—how many time u use 
capitle invest?” Well u no Joe, dat 
got me tinkin. Dat ar 1 of de big 
import dat we sho merchant hav to 
solve. It niver occur to me how she 
ar perhaps de most vital? to mak 
monie. What u tink about her Joe? 
I ar up a limb and no can sleep nights 
on count of dese matter. Rite me a 
line wen u has de time bout dis. 

Do u tink de sho business ar pick- 
ing up Joe? I tink de sho business 
ar like de dresses on de flapper. 
First she up and den she down. U 
can not tell where de ar. And so 
wid de sho game. She sure ar tuff. 

De odder day Scotty McVica say 
to me, “Renee here ar de shoes I 
bought last week, dey don’t fit.” 
“What—dey don’t fit—dis ar de lst 
complaint I have ever receive bout 
dis kind of shoe,” I say. “Maybe,” 


Joe 


answer Scotty, “but dey are a wee 
bit tite for me brodder on de night 
force—I wear dem in de day.” What 
u going to do wid customer like dat 
Joe, I ask u? De trade papier say, 
“Sell two pair of shos in place of 1.” 
Sacre, Joe, I sell 1 prs. of sho in 
place of 2—whats u make of dat? 

But de wimens ar de hardest—dey 
don’t tink de sho fit until she pinch 
de toe. I tink Joe dey lik de sho to 
pinch de foot becaus she feel so good 
when dey take her off. Whats u 
tink? 

I speak to de Mayor bout job, 
cleaning de street, should de sho 
business be not so good, but he say, 
“Dis ar onlie a 1 horse town and 
dere ar not enuf work to keep man 
busy.” Sacre I wish dat it were a 
10 horse town and den may be dere 
would be work. I ar discourag. 

Hope u ar de same. 
Renee. 
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Display Cards Double the Pull-Value of 
Your Windows 





a part « 
HE Recorder’s NEw and Improvep “Selling Messages” are smart and p With y 
full of real selling punch. They will “talk business’’ for you all through é = ~% 
’ ) bossed 
the day and long after you ve locked your door and gone home. They have Every + 
the seasonal authority of style and colors that you need today. —_ si 
eren 
In these days of smart footwear, beautifully styled, your windows need the E le 
‘ . ; spe 

smartest kind of selling messages and the strongest of selling copy. 
F 


The Better You TELL Them—The BETTER You Sell Then}, ® v. 
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-but Different / 


‘Selling Messages 
Windows 


Tear off and Mail This Coupon 


| This Is What You Receive — 


‘ WE looked a long time and discarded many types of easels before 
i we selected the beautiful polychrome two-toned ones which are 
a part of this service. 


RECORDER SHOW CARD DEPT. 
189 Madison Street, Chicago, Illinois 


Please send me the “Selling Messages” for one 
year. I agree to take this service for twelve 


With your first shipment of cards you receive four easels either in mane ane GS yay Cor & os PLAS oe eee. 


silver or gold with your store initials hand em- 


bossed in the oval against a dark background. 
Every month you receive eight hand-designed $ 00 


I prefer the (silver) (gold) easels. 


This store carries men’s, women’s and chil- 
dren’s shoes and hosiery. (Cross out lines 


cards similar to those reproduced above, with as ena 


different shaped cards each month . . . full of p 
| peppy selling messages and every two months M = th 
100 special blank price tickets. All for a 


_ RECORDER SHOW CARD DEPT. 
189 W. MADISON STREET CHICAGO, ILLINOIS 
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OxV's Arm 


N the Roxy Theatre of New York, 
there’s an army of 150 alert, alive, 
ushers, always courteous—always ready to go. 


Despite their long standing, day and night; 
despite the responsibility of handling crowds 
numbering up to 30,000 a day—this army has 
a smile on its face and a swing in its stride, 
even when the midnight crowd is shuffling 


out, 


Carefully fitted Arch Preserver Shoes are the 
foundation of this well poised and tireless 
army. The long concealed steel arch bridge 
prevents even the slightest sagging, no matter 
how great the strain. The flat insole (cross- 
wise) prevents cramping and pinching. The 


Arch Preserver Shoes were 
bought for the ushers of the 
Roxy Theatre from a retail 
store at retail prices. Roxy’s 
own experience taught him their 
value. 


E. T. Wright & Company, Inc. 
Rockland, Mass. 


Used for evening wear 
at the Roxy Theatre. 


Stock No. 465 — Patent (Bs » 
oxford, Princeton last. 4 
One of 54 styles in 
stock. 


> 
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support comes exactly in the 
right place because of scien- 
tifically designed lasts and pat- 
tens which allow precise fit- 
ting. 

Roxy’s army of ushers furnish 
the greatest proof of the value 
of Arch Preserver Shoes. 


And Roxy’s demand for only 
the beautiful in his theatre is well 
fulfilled in Arch Preserver Shoes. 
Comfort and Beauty—One Shoe 
for Two Markets. 
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Used for day wear at the Roxy Theatre. In the Fox Theatre at Washington, 
Stock No. 155—Black Calf oxford, D. C., the 50 ushers wear Arch Pre- 
Centre last. One of 54 styles in stock. server Shoes of the same styles. 
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‘Tlettleton 


“Every Pair Shows Infinite Care” 

























YOU ARE CORDIALLY 
INVITED TO INSPECT 
THE NEW STYLES 
OF FINE QUALITY 
SHOES AS SHOWN BY 
NETTLETON AT THE 
N. S. R. A.. CHICAGO, 
JAN. 9, 10, 11, and 12, 
AT BOOTH NO. 87. 


COMPLETE LINES OF 
NETTLETONS WILL 
ALSO BE ON DISPLAY 








At Chicago IN THE STEVENS HO- 

TEL, ROOM NO. 1013A, 
Booth No.87 DURING THE CON. 
Room 1013A VENTION. 





THE 


Kelthios A. E. NETTLETON CO. 


SHOE 
H. W. COOK, President 
SYRACUSE, N. Y. 





















1927 
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Who’s Who on the Road 


N.S. T. A. Members with Chicago Boys as Hosts to Receive Buyers at 
N.-S. R. A. “Meet”—Jan. 9-12 


“ N to Chicago, Jan. 7-12,” is the 
slogan which is now loudly 
sounding throughout the ranks of 

the N. S. T. A. The headquarters of 

National Secretary T. A. Delany will 

soon be tempo- 

rarily removed 
from the fifth 
floor of 183 Es- 
sex Street, Bos- 
ton, to “The 

World’s Largest 

Hotel,” The Ste- 

vens, Chicago, 

where, he states, 
his best services 
will be given to 
the boys on the 
road and to the 
trade in general 





Regional Governor until the “clos- 
Harry P. Lynch ing bell” of the 
of Boston N R. A. 


oe 
“Meet,” Jan. 12, 
1928 has rung its last peal. 


F ROM the National Secretary’s Hotel 
Stevens headquarters may be ob- 
tained the new pink membership cards 
for 1918, the recently issued news bulle- 
tin of the N. S. T. A. containing a copy 
of the “Warrant,” which some weeks 
ago notified all members of affiliated 
locals to attend the 17th annual meet- 
ing of the National Shoe Travelers As- 
sociation and to act on the following 
articles: “1. To hear and act upon the 
reports of all officers, standing and 
special committees. 2. To act on un- 
finished business. 3. To act on new 
business. 4. To hear and act upon all 
other business as may be properly and 
legally presented before the conven- 
tion. 5. To nominate and elect the fol- 
lowing officers: a President, a Vice- 
President, a Secretary, a Treasurer, 
and a Board of Governors. 6. To 
choose a place for the holding of the 
Annual Meeting to be held in the year 
1929.” 

HERE will be constructive reports 

from the members of the various 
standing committees, such as legisla- 
tive, railroad, style, hotel, member- 
ship, insurance, trades cooperative, 
transfer and baggage, and publicity. 
And good counsel from the four re- 
gional governors: 
Harry P. Lynch 
of Boston, Buford 
McWhirter of San 
- Antonio, Clarke 
Browning of Oak- 
land, Cal., and 
Frank Larkin of 
Milwaukee. Much 
interest centers 
in the election 
of officers this 
year, as several 
locals are work- 
ing hard for 
their favorite 
sons as candi- 
dates for na- 





Regional Covernor 
Buford McWhirter 
of San Antonio 


tional honors. 


that 
Charles W. Morrill. 
evening, Jan. 


committee, National 


The report on insur- 
ance will be given by the chairman of 
President 
On Wednesday 
11, there will be one 








ON TO CHICAGO, JAN. 7-12 


By T. A. Delany, National Secretary 





The National Secretary 


Boston.—Every shoe traveler in the 
country should be in Chicago on the days 
of Jan. 7-12, not only to attend the 
N. S. T. A. Convention, but also to be of 
service at the N. S. R. A. Convention, to 
attend the joint banquet of the N. S. R. A., 
N.S.T.A., to be held at Hotel Stevens on 
Wednesday evening, Jan. 11, and to show 
appreciation of the friendly cooperation 
which now exists among the various 
branches of the allied industry. Never 
before in the history of the shoe trade 
has a better spirit of harmony, and a 
greater recognition of the traveler in the 
triangle of manufacturer, retailer, and 
traveling salesman, existed. 

Salesmen are now actual participants 
in every important trade movement. At 
all conferences of the industry, N. S. T. A. 
members are among the leading counsel- 
lors. This is most pleasing to the mem- 
bers of our profession, showing as it does 
the influence for good which the shoe trav- 
eler has upon the industry he serves. The 
shoe traveler can gain more direct benefit, 
and more efficiently work as a member of 
the N. S. T. A., than as one outside the 
trade family. As N. S. R. A. President 
Ceuting says: “Every man should be a 
regular—every man should belong to the 
association which represents his particu- 
lar calling—whether it be manufacturer, 
merchant, or salesman.” 


1927 A SUCCESSFUL CYCLE 


The year of 1927, now about to close, has 
been the most successful in the history of 
the N. S. T. A. The increase in member- 
ship has been ‘most commendable. The 
group life insurance feature has proved a 
most popular feature. Many manufac- 
turers throughout the country are urging 
the members of their sales forces to be- 
come affiliated with the N. S. T. A., to 
take advantage of the insurance feature. 


A HAPPY NEW YEAR! 


I wish to extend to all of our good 
trade friends——members of the N.S. R. A., 
N. B. & S. M. A., the tanners, and other 
groups, as well as all of the N. S. T. A. 
members, and officers of the various 
locals, my best wishes for a happy and 
prosperous New Year. Especially do I 
wish to congratulate the faithful secre- 
taries of the locals for their efficient work, 
so cheerfully given. May our influence 
for good in the industry never weaken. 
And may every shoe traveler in the coun- 
try realize that he is a most important 


' cog in the busily turning wheels of a 


progressive industry! 








joint banquet at which all branches of 
our industry will rub elbows, smile, 
laugh, sing and listen—all together. 
Following the dinner a brilliant enter- 
tainment will take place. On the pro- 
gram is a speak- 
er who is every- 
where recognized 
as a national 
celebrity. 

All members of 
the B.S. T. a. 
are invited to at- 
tend the noonday 
sessions and con- 
ferences of the 
Retailers. All N. 
S. T. A. execu- 
tives and mem- 





bers, with the 
Chicago Shoe Regional Governor 
Travelers’ Asso- Clarke Browning of 


ciation personnel Oakland, Cal. 


very much in the 

foreground, will act as a _ reception 
committee to all visiting buyers, and 
will wear special badges designating 
their particular offices. 


HE National Shoe Travelers’ Con- 

vention will commence activities on 
Jan. 7, with a meeting of the board of 
governors, to be held at 3 p. m. in the 
Hotel Stevens. On Sunday, Jan. 8, at 3 
p. m., a meeting of all regional govern- 
ors, and of the various standing and spe- 
cial’committees, will be held. The busi- 
ness meeting is called for 9 o’clock on 
the morning of Jan. 9, at the Hotel Ste- 
vens, President Charles W. Morrill 
presiding. After the reports of the 
various national officers, special com- 
mittees, and standing committees have 
been made, resolutions will be pre- 
sented and acted upon. The choosing 
of officers for 1928 will take place, 
committees appointed, and the place 
for the holding of the 1929 N. S. T. A. 
Convention will be decided upon. Sev- 
eral locals have already sent in invi- 
tations to hold the 1929 convention in 
their city. 

The salesmen have been especially 
invited to attend a noonday luncheon 
of the N. S. R. A. during the conven- 
tion days of the retail shoe merchants, 
Jan. 9-12, and will listen to a talk 
given by Ernest 
A. Burrill, chair- 
man of the Plan 
and Scope Com- 
mittee of the N. 
S. R. A. $4,000,- 
000 four-year 
campaign to 
make men more 
shoe_ conscious. 
N. S. T. A. mem- 
bers may have 
railroad _ tickets 
validated at the 
National Secre- 





tary’s informa- 
tion booth, Hotel 
Stevens. 


N.S.T.A. Vice-President 
Homer H. Beals 
of Noblesville, Ind. 
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of men their ‘‘big opportunity.” 


that the growth of the organi- 
zation and its further expansion 
increases the number of these 


“> 7 opportunities. 





a 


There is 
an opening with 
The J. C. Penney Co. 


§ THE young man with a sackful of grit who 
wants to get somewhere in the business 
world, we offer these unique advantages: 

1. We are expanding so rapidly that you 


can go ahead faster than by the ordinary 
rate of promotion. 


2. As soon as you are ready, you share in 

the profits. 

Our own growth in twenty-five years has been 
from one store with sales of $29,000 to 885 de- 
partment stores with sales of $150,000,000 this 
year. Now we are growing still faster. That 
means opportunity for still more men. 

The man who joins us now as a retail sales- 
man at a good salary gets compiete training in 
the modern methods which have made tke 
J. C. Penney Company chain of department 
stores the largest in the world. On every side 
he finds helping hands. We play no favorites. 
Merit does win—here. 

The moment you prove your selling ability, 
understanding of our ways and ability to train 
and direct others, you are made manager of a 
store. You then have three sources of income— 
an adequate salary, a substantial share in the 
earnings of your store, and an opportunity to 
share in the earnings of the entire J. C. Penney 
organization. 

For the right man, we know of no better 
opening. Who is the right man? Possibly your- 
self. Frankly, our requirements are high. They 

have to be. We seek only potential co-partners. 

Fundamental requirements are experience in 
selling men’s wear, dry goods or shoes, age 25 to 
35, a good education and bedrock character. 
For your further information we have prepared 
a booklet with the significant title,““Your Next 
Ten Years.”” In sending for it, give your age and 
experience and address our nearest office. 


She J. C. PENNEY Company 


330 West 34th Street 
ew York City 


Room 1502E 


1010 Pine Street 
St Louis, Missouri 
Room 1049E 


One of the greatest joys of my 
life is the knowledge that our 
Company has given hundreds 


This joy increases as I realize 
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NTINGTON 

SHOE AND 
LEATHER CO. 
of Huntington, 
Ind., announces 
the appointment 
of K. L. Barton, 
Jr., as director 
of sales and ad- 
vertising. Mr. 
Barton is widely 
known in the 
shoe and leather 
industry as an 
efficient sales ex- 
ecutive, with an 
experience covering the past twenty 
years. 


K. L. Barton 


7s reception committee to visiting 
buyers at the Sixth Annual Official 
Boston Shoe Style Show, to be held at 
The Hotel Statler, Jan. 3-5, is com- 
posed of the following prominent shoe 
travelers from this district: John 
T. Hollis, chairman; N. S. T. A. 
President Charles W. Morrill, Frank 
Lord, Harry P. Lynch, Robert Mills, 
D. B. Seaver, D. C. Swan, E. J. Raf- 
ter, S. O. Jellerson, Elisha James, Os- 
car Stevens, Walter Jennings, Leo C. 
Anderson, C. R. W. Grinnell, Edward 
Cox, L. B. Cubberson, George Cum- 
mings, Robert Doyle, William Cooper, 
William Noll, A. N. Blake, George B. 
Field, M. H. Richardson, Oliver Blood, 
Harry Huckins, Moses Ellis, Daniel 
Tyler, Charles F. Dodge, A. F. James. 


HE Southern Shoe Salesmen’s As- 

sociation will hold its 37th annual 
banquet at the Hotel Westminster, 
Boston, on December 29. Reception 
will take place at 6. P. M., and dinner 
at 6:30 o’clock. These annual events 
of the boys’ who travel the 
Southland are noted for being bril- 
liant affairs. F. W. Stanton is secre- 
tary of this group and has been send- 
ing out notices of the activities of the 
Southern Salesmen practically since 
the inception of this organization. 


ARRY W. 
TILESTON, 

for many years 
manager and pres- 
ident of The Derry 
Shoe Co., Derry, 
N. H., and Elisha 
James, selling 
shoes practically 
all of his life for 
the jobbing trade, 
are going into 
business together 
on Jan. 1, to make 
misses’,’ growing 
girls’ and _ chil- 
dren’s fashionable McKay shoes at 
Derry, N. H. Elisha James will do the 
selling of the entire output of the fac- 
tory, while Mr. Tileston will have 
charge of the factory end. Elisha 
James has been a member of the trade 
for a great many years and is well 
acquainted with the requirements of 
his large circle of friends in the trade, 
all of whom are wishing him every 
possible success. Mr. James, between 
trips, may be found at the concern’s 
pindquartere, 141 Lincoln Street, Bos- 

m. 


(Photo by Wald) 
Elisha James 


"THE Ladies Auxiliary of the North- 
western Shoe Travelers’ Associa- 
tion has been an exceptionally busy 
busy group during the past few weeks 
in their eighth annual “Christmas 
Cheer” distribution. Six needy fam- 
ilies were this year given baskets 
filled with food, fruit and candies, pro- 
vided through the efforts of these la- 
dies. The members of this auxiliary 
also sew for the poor, and hold several 
house-socials during the year, with the 
making of clothes as the chief fea- 
tures of their activities. Recently, 
they held a business meeting and a 
general good time at the home of Mrs. 
Henry Thorson, whose husband is vice- 
president of the Northwestern boys, 
and elected officers for the ensuing 
year. Mrs. George S. Sanders is now 
president, succeeding Mrs. George M. 
). Posey; Mrs. C. Henry Niland is 
vice-president; Mrs. Arthur Luft is 
secretary-treasurer. The ladies voted 
to continue its charitable activities and 
will continue to sew, as in the past, for 
the poor. 


EN J. LOCKWOOD, who recently 

joined the salesforce of the John 
Ebberts Shoe Co., Inc., of Buffalo, 
N. Y., covers Maine, New Hampshire, 
Vermont, Rhode Island, Connecticut, 
Massachusetts, with the exception of 
Boston; New York State, with the ex- 
ception of New York City and Buf- 
falo; Maryland, except Baltimore; 
New Jersey, except Atlantic City; 
Pennsylvania, except Philadelphia; 
Virginia and West Virginia. 

The above-mentioned listing of Mr. 
Lockwood’s territory is in correction 
of the mention of the various States 
and cities which we gave in the item 
announcing his connection with the 
John Ebberts Shoe Co., Inc., which ap- 
peared in the “Who’s Who on the 
Road” section of the RECORDER, De- 
cember 10. 


R. (BOB) TOFFLER,  well- 
¢ known figure in the shoe indus- 
try, who established the Cincinnati of- 
fice and sample room for the Brown 
Shoe Company three years ago, has 
announced his resignation as_ that 
firm’s local manager, effective Jan. 1, 
to become connected with The Charles 
Meis Shoe Company. During his three 
years with The Brown Shoe Co. Mr. 
Toffler tripled their Cincinnati busi- 
ness and in the five years previous to 
that, made an enviable record with 
Rice & Hutchins in Cleveland and Cin- 
cinnati. Mr. Toffler is an aggressive 
young man with a university educa- 
tion and with several years’ retail 
shoe experience which forms a won- 
derful foundation for nis future with 
the fast growing Meis organization. 
Mr. Toffler will succeed Joseph Zeig- 
ler, known as “Uncle Joe,” director of 
the Meis company, who is retiring 
after 35 years of faithful service. 


HE annual meeting of the Rochester 

Association of Traveling Shoe Sales- 
men will be held on the evening of Dec. 
31 at the home of “Sky Parlor” Ander- 
son for the election of officers. An en- 
tertainment will follow the business 
meeting. This was the program fol- 
lowing the election of last year, when 
the boys were unanimous in voting the 
affair a most enjoyable one. 


Yours for a Prosperous 
1928—N. S. T. A. 


BOOT AND SHOE RECORDER 


D. REVIS, 
* Southern 
representative 
for Morris Bros. 
Shoe Co. of 
Quincy, Ill., with 
his headquarters 
at Chattanooga, 
Tenn., was a re- 
cent visitor at 
the factory of 
his house, to re- 
ceive new sam- 
ples for the 
spring selling 
season. Mr. Re- 
vis stated that he was much pleased 
with the way Morris Bros.’ shoes are 
being manufactured; also at their re- 
ception by the retail trade. Evan 
Morris, secretary of the company, 
says that the volume of orders sent 
in by Mr. Revis, as well as the caliber 
of accounts sold, have been very satis- 
factory. Mr. Revis has covered the 
Southland for from 10 to 15 years, and 
before making his present connection 
covered his present territory for a 
large and well-known men’s concern 
of Chicago. “His knowledge of the 
shoe business, plus his pleasing per- 
sonality, have given him entree to 
practically all of the best stores in the 
Southern district. Mr. Revis is most 
enthusiastic about the prospects for 
real business in Southern territory. 
Conditions are right and with men’s 
popular priced novelty styles he is 
building a real business for the fu- 
ture,” says Sales Manager A. R. Lar- 
son. 


L. D. Revis 


HARLES J. PEARSON has joined 

the salesforce of the Helmholz 
Shoe Co. of Milwaukee and will cover 
Washington, Oregon and California, the 
territory formerly covered by the late 
Art. Wagstaff, who died very suddenly, 
recently. Mr. Pearson writes that he 
considers himself very fortunate to 
have made this connection, as he has 
sold misses’, children’s and growing 
girls’ shoes for a great many years, 
and is well known in this section. 


HARLES A. 

(DOC) MO- 
DER has recently 
joined the sales- 
force of the Pe- 
ters Shoe Co.’s 
branch of the In- 
ternational Shoe 
Co. and will be 
associated with G. 
Carrol Stribling 
in covering the 
trade in the city 
and county of Los 
Angeles. Doc has 
a wide acquaint- 
ance, not only in the section which he 
will cover, but along the entire Coast, 
where he has traveled for several 
years, but now will sell a general line, 
instead of “playing the specialty 
game” as in the past. 


Chas. A. Moder 


A M. WAGSTAFF, well and widely 
* known on the Pacific Coast as the 
representative of The Helmholz Shoe 
Co., Milwaukee, for the past four 
years, was found dead in his berth 
while ——e a trip to Seattle two 
weeks ago. e was 46 years old, and 
is survived by his widow. 
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A step ahead of completely accepted shoe 
styles—that short, important step which en- 
dows Butterfly Styles with the piquancy of nov- 
elty and the safe assurance of authority. 


Our latest models have been readily accepted. 


Boston Office, 183 Essex Street 
In charge of N. P. LIBERTY, Vice-Pres. 
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Two Style Shows Planned for the 


Texas-Oklahoma Shoe Committee 





Public to View Display at 
Dallas Meeting January 
23-24-25 


DALLAS, TEx. (UTPS)—The coming 
annual convention of the Texas Retail 
Shoe Dealers’ Association and the Okla- 
homa Shoe Dealers’ Association. here, 
Jan. 23, 24 and 25, is going to offer the 
greatest shoe style show ever seen in 
the Southwest, Herbert Carpenter, sec- 
retary of the Dallas Wholesale Mer- 
chants’ Association, and secretary of 
several shoe organizations, said this 
week. Mr. Carpenter has just returned 
from St. Louis. He said that thirty- 
three shoe houses in St. Louis, as well 
as a number in other sections of the na- 
tion, will be represented at Dallas dur- 
ing the convention, and that they will 
aid in showing the retailers and the 
public generally the very latest to be 
seen in footwear. The Southern Shoe 
Travelers will hold their annual con- 
vention here on the same dates as the 
Texas.and Oklahoma retail dealers. Mr. 
Carpenter said some 3000 shoe dealers 
are expected here for the convention. 

The Dallas shoe dealers are prepar- 
ing to show the visitors the time of 
their lives during the convention. An 
elaborate entertainment program is be- 
ing prepared for the visitors and their 
ladies. 

During the conventions it is planned 
to have two footwear style shows. One 
of these will be held at local theaters 
and the other at the big municipal au- 
ditorium. The footwear will be dis- 
played on living models. Prizes will be 
offered for the most perfect feet. 

The general program for the conven- 
tion will be completed in a short time. 
Already hotel reservations are being 
made for the convention by shoe houses 
in the North and East, as well as those 
of St. Louis. So far a total of 200 shoe 
firms are listed for participation in the 
Fashion Shoe Style Show. 

The committee personnels for the 
convention announced by Ed Easton, 
general chairman for the meeting, are: 

Reception—Harold Volk, chairman; I. 
Zesmer, I. K. Kahn, D. O. Gascuis, Rob- 
ert Hill, George Markles, Will Griffith, 
Richard L. Hayes, W. R. McGill, Frank 
Kidd, Jesse N. Tucker, Ike Joelsch, Gus 
Roos, J. D. Padgitt and R. N. Cooper. 

Finance—Fred A. Brown, chairman; 
J. M. Alexander, O. S. Boggess, O. W. 


Burkett, W. H. Potts and Barney 
Aronoff. 
Hotel—J. O. Saunders, chairman; 


Paul Bearwald, W. H. Mannefeld and 
Roy Guption. 











Program—John Willis, chairman; E. 
L. Britain, Ed Kelton and C. M. Selby. 

Publicity—Dick Myatt, chairman; E. 
acme Ed M. Evans and W. L. 

ill. 

Registration—L. H. Graves, chair- 
man; E. S. Lane, L. W. Yockey, V. J. 
Boudusquie, Carey Medill and Jake L. 
Kahn. 

Transportation— D. L. Whiddon, 
Donald Maxwell and T. A. Gray. 

Entertainment and style show—Her- 
bert N. Carpenter, chairman; Dallas 
Chamber of Commerce. 

The main style show will be presented 
the night of Jan. 24. Fifty young 
women who wear 4, 4% or 5 shoes on 
B last will be selected to display the 
newest in footwear for the merchants 
and the public. 


Indiana Men Select 
Convention Delegates 


INDIANAPOLIS, IND. (UTPS)—Dele- 
gates to the convention of the National 
Shoe Association in Chicago, Jan. 6, 
7 and 8, were selected at a dinner of 
the Indiana Shoe Association at the 
Spink-Arms Hotel, Saturday night, 
Dec. 10, and plans were discussed for 
the annual Shoe Buyers’ Week at the 
Claypool Hotel, Feb. 6, 7 and 8. About 
sixty members of the association from 
all parts of the State attended. 

Delegates to the national convention 
will be John Lucas, W. E. Ratcliffe, 
H. O. Warner, E. C. Smeltzer, Frank 
M. Broen, W. M. Risher, Ray Young, 
Harlow Gerrish, C. L. Slipher and 
Richard Kirby, all of Indianapolis; 
Hershel Harrah of Terre Haute; 
George Sennshauser of East Chicago; 
P. E. Green, Fort Wayne; and Homer 
Beals of Noblesville, Ind. 

Plans were made to support Mr. 
Beals, now vice-president of the na- 
tional association, for president. Offi- 
cers of the Indiana organization are: 
John Lucas, president; Clarence A. 
Dean, vice-president; and C. L. Slipher, 
secretary-treasurer. 





Swope Employees Dance 


St. Louris, Mo.—Swope Employees 
Association held a dance and buffet sup- 
per on Saturday night, Dec. 3, which 
was attended by some 100 people of the 
organization. Prize dances, were the 
feature of the evening. The committee 
responsible for arrangements was: Ed- 
ward Condon, Julius Schmeider, Harry 
Clark, Ruth Davidson and Vera Welle. 





|a dollar membership fee. 








Travelers Aid Northwest 


Retailers Campaign 


MINNEAPOLIS, MINN. (UTPS)—Shoe 
retailers are expected to be out in force 
at the mardi gras annual dinner dance 
of the Northwestern Shoe Travelers’ 
Association, which is to held on the 
evening of Dec. 26 in the Hawaiian 
Room of the Dyckman Hotel. Full co- 
operation of the members of the retail 
fraternity in the Twin Cities seems as- 
sured this year. 

A novel plan has been taken up with 
alacrity by the shoe travelers of the 
Northwest to give the coming conven- 
tion of the Northwestern Shoe Retail- 
ers’ Association in the Nicollet Hotel, 
Minneapolis, a big boost by obtaining 
a large increase in membership. The 
travelers are taking out coupons that 
look like a duplicate baggage check. 
One is a receipt from the retailer for 
The other 
accompanies the remittance to Secre- 
tary H. S. McIntyre, 711 Lumber Ex- 
change, Minneapolis, which serves as an 
application for membership. The plan 
is novel and the shoe men are pleased 
over the alacrity with which the trav- 
elers are working out the plan. The 
convention is March 12-14, 1928. Suc- 
cess of this venture will enable the sec- 
retary to report a large accretion to the 
roster at the annual meeting. 





Protective Dinner, Jan. 29 


NEW YorK, N. Y.—The twenty-sec- 
ond annual banquet of the Shoe Deal- 
ers Protective Association of New 
York, to which a large number of 
the shoe retailers on the East Side be- 
long, has been scheduled for Jan. 29, 
1928, at the Hotel Astor. 

President J. M. Robinson has ap- 
pointed an entertainment committee, 
which is now working out the details of 
the banquet program. Many novel ideas 
are promised, including a number of 
expensive souvenirs, which will be dis- 
tributed at the dinner. The program 
— list of speakers will be made public 
ater. 


Kipp Returns to McAlpin 


CINCINNATI, OH10—After an absence 
of 18 months from the McAlpin Co., 
John Kipp has returned. During the 
year and one-half that Mr. Kipp was 
absent from McAlpin’s, he bought an 
interest in and managed the Arch 
Preserver Shop on Race Street. Mr. 
Kipp was with McAlpin as shoe de- 
partment manager for 10 years prior 
to his connection with the Arch Pre- 
server Shop. Red Cross Shoes and 
style merchandise will be featured in 
the reorganized McAlpin department. 
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One advantage of a Style Show is the 
opportunity it offers our customers 
to make comparisons—and we “sure 

do” welcome comparisons. 


The enthusiastic expressions of ap- 
proval of our ability as producers 
of profitable popular-priced foot- 
wear is ever music to our ears. 
We expect “history will repeat 
itself” at the Copley-Plaza Style 
Show, January 3,4 and 5, where 
Mitchell- Welch shoes will be 
on display in Room 131. 


Mitchell-WVelch Shoe Co. 


163 Commercial St. West Lynn, Mass. 
Boston Salesroom: 89 Bedford Street 
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Free Car Fare Brings 
in Des Moines Shoppers 


Des MoINnEs, Iowa (UTPS)—In con- 
junction with the other downtown mer- 
chants of Des Moines, the shoe dealers 
put across a special two-day drive to 
stimulate Christmas shopping. Free 
ear fare was given to everyone on the 
way to the shopping district between 
the hours of 9.30 to 11.30 a. m. Late 
in the afternoon of the day previous 
one of the worst snow storms and bliz- 
zards that ever struck the city began 
to play havoc. This continued all night 
and by the first morning of the special 
drive appearances were against its suc- 
cess. 

Yet, upon questioning many of the 
local shoe dealers, they were unanimous 
upon one point. It started the ball roll- 
ing in spite of the weather. While the 
shoe business did not turn out to their 
expectations, the sale of rubber goods 
and other protective items was enor- 
mous. This naturally had a tendency 
to boost the grand total of the sales, 
making the project worth while in every 
respect. . 

Mr. Limoges of the White Shoe Co. 
reports that the sale of rubber goods 
has more than compensated him for the 
expense involved. Patent leathers are 
his leaders at present for women shop- 
pers, with suedes a close second. It is 
his opinion that the latter would nearly 
crowd out the patents for first place 
were it not for the fact that he had not 
anticipated the demand. 

Mr. Jacques of the Field Shoe Co. 
also said that patent leathers were the 
best sellers and that suedes were going 
fast. He stated that they have had a 
very fine year. September and October 
were not very good months, November 
proved up very satisfactory and that so 
far in December they were ahead of 
last December. The grand total so far 
in 1927 has gone way ahead of 1926. 

Brecht’s Walk-Over Shop had three 
specials for this festival, viz., men’s 
black and tan calf for $5.85 and wom- 
en’s black patent for $5.85. As a spe- 
cial inducement for Christmas gifts a 
well-known make of quilted house slip- 
per was offered at $1.95. 

De Arcy’s Boot Shop, dealers princi- 
pally in highest grade materials, spe- 
cialized in rhinestone buckles, chiffon 
hosiery and slippers, and report a high- 
ly satisfactory business. 


Shoe Mart Opens New Store 


St. Louis, Mo.—The Shoe Mart or- 
ganization has recently opened the 
Style-Crest Shoe Store, at 236 Collins- 
ville Avenue, East St. Louis, Ill. The 
range of prices will be $5 to $8.50. 

Fred Karstan, formerly manager of 
the downstairs store of the Shoe Mart 
at 711 Washington Avenue, has been 
made manager of the new store. 


Kanouse in Cincinnati 


CINCINNATI, OHIO—J. H. Kanouse, 
formerly manager of the Arch Pre- 
server Shop in Atlanta, has recently 
assumed charge of the local Arch Pre- 
server store here, succeeding J. F. 
Kipp. J. B. Waldrop has been pro- 
moted to the managership of the At- 
lanta store. 


Exploiting Boots 


CINCINNATI, OHIO—“The vogue of 
high style boots has hit the West with 
a bang. The public has bought liberal- 
ly of the new high-tops, because they 
are something new at a good price, and 
because our ad talked about these 
boots exclusively,” says W. E. New- 
bold of the Smith-Kasson Co. of this 
city. “We feel quite proud of our 
achievement in putting this boot across 








Cavalier 


Makes its 
fashionable 
bow in our 
fourth floor 
feminine foot- 
wear shop. 


sie 
Lines of a Russian princess boot The dainty 
petite lines you éxpect such a royal aristocrat 


to display Kid or suede. the softness and fine- 
ness of a glove, hrown, black 


\Glistening fluted kid conceals the side 
elastic gorings. medium high tapering 
heel. Fur cuff detachable 


Newest footwear for daytime hours—and. 
of course. exclusively Smith-Kasson 
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to the public so successfully, because 
Smith-Kasson Co. is one of the first re- 
tail shoe merchants outside of New 
York City to promote this new foot- 
covering. 

“There is indeed a great thrill in 
being a pioneer. But, this boot is 
really a beauty,” continued Mr. New- 
bold. “The manufacturer who made 
this creation claims to have sold 8000 





pairs so far. I understand that Geut- 





ing’s, O’Connor & Goldberg’s, J. L. 
Hudson of Detroit and Kaufman of 
Pittsburgh, are all featuring it. 

“My policy in advertising, which I 
have been consistently and persistent- 
ly following for the past four years, is 
to chat interestingly with the consum- 
er about—Always Something New in 
Smith-Kasson Footwear. This plan is 
—_ beginning to bear fruit a hundred- 
old. 

“No one color, or leather, outsells the 
other in this fur-top boot. The de- 
sign—its swagger lines—appeal strong- 
ly to the feminine mind and pocketbook. 
I do not believe in putting too much 
copy into an ad. Write just enough 
to make the busy woman interested at 
a glance. A picture of the merchandise 
is of paramount importance. It is 
also necessary to state the price, and 
just where in the store it may be pur- 
chased. The occasion for which the 
merchandise is intended by its makers 
to be worn is another fact which the 
modishly dressed woman, who consults 
the attractive retail ads as faithfully 
as she consults her favorite fashion 
magazine, likes to know about.” 


Hill Buys Model Shop 


SPOKANE, WasH. (UTPS) — The 
Model Boot Shop, a $40,000 corporation, 
has been sold to Lloyd G. Hill, for 19 
years associated in the Hill shoe stores 
her with his uncle, Jake Hill. Announce- 
ment of his purchase of the Model is 
accompanied by another saying he has 
severed connection with the Hill chain. 

Tom P. Hunter, for the last five 
years manager of the Model for Mrs. 
Vera P. Wickersham, seller, goes to 
the Pacific coast to become shoe division 
manager for the Schlessinger depart- 
ment store chain. 

The Model is one of the oldest shoe 
concerns in Spokane. It was estab- 
lished 25 years ago under the firm 
name of Wickersham & Baxter. Mr. 
Hill announces there will be no change 
in policies. The Peacock shoe for 
women and the Florsheim shoe for men 
are featured, with Gordon silk hose 
leading the accessories. 


Vollrath to Open Dept. 


CINCINNATI, OHIO.—H. C. Vollrath, 
who for the past seven years has been 
shoe buyer at the H. S. Progue Co., 
will sever his connections with this 
firm about January 15. Mr. Vollrath 
will go immediately to Kansas City, 
where he will open his own high grade 
shoe department in the John Taylor 
Store. He will be assisted in this new 
enterprise by a first class shoe man in 
the person of his son, H. C. Vollrath, 
dr., who is now with the Turrell Shoe 
Co., Seattle. It is a case of going 
back home, for Mr. Vollrath, Sr., was 
shoe buyer for the Emery, Bird & 
Thayer Co. in Kansas City for over 
20 years. 


Changes Store Name 


SPOKANE, WASH. (UTPS)—Hill Shoe 
stores, 505 W. Riverside, becomes the 
Jake Hill Shoe Co., with the departure 
of Lloyd Hill from the firm, to manage 
his own store, The Model here. 














Rugged 
Daintiness ... 


BrusgvE masonry has no regard for stylish slender heels. 
Improperly attached wood heels become loosened or lost 
when suddenly wrenched. 












{ The picture isn’t an unusual test. It denotes the security 
and ruggedness obtained by using GAG ALPHA Woop Hee 
Screws. Their exceptional holding power sets the heels true 
and rigid. Unyielding leverage keeps them in exact position 
—gripped to the heel seat. The defiant roughness of paving 
and crosswalks meet surprising resistance, because yanks and 
twists cannot “start” wood heels attached with 
AvpHa Woop Hee: Screws. 


BOSTON, MASSACHUSETTS 


AND SHOE RECORDER 








ALPHA 
Wood Heel 
Screws 


Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
help create good will 


United Shoe Machinery Corporation 


December 24, 1927 
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Nashville Men Discuss 
St. Louis Style Show 


NASHVILLE, TENN. (UTPS)—Dis- 
cussion of the St. Louis style show and 
convention featured the monthly meet- 
ing of the Nashville Shoe Retailers 
Association at the Chamber of Com- 
merce. 

R. C. Barr of the Endicott-Johnson 
Shoe Store told of “The St. Louis Con- 
vention as I Saw It.” Morris Ellis of 
the Ellis Shoe Co. discussed “The Style 
and Price Outlook for the Spring,” and 
Morris Shyer of the United Credit Shoe 
Co. talked on “The Business Outlook 
for Spring.” A general discussion fol- 
lowed each talk. 

From the present indications a large 
delegation from the Nashville Shoe Re- 
tailers Association will attend the Na- 
tional Shoe Retailers Association 
convention in Chicago next month. 
Among those who are going will be 
Miss Sadie Hartman, secretary of the 
local association. 

Since the Monday after Christmas 
will be generally observed as a holiday 
by Nashville merchants and shoppers, 
it was decided at the meeting Thursday 
that the shoe stores would also close in 
order to allow their employees a reg- 
ular Christmas holiday. 

O. H. Manss, president, presided at 
the meeting, and the following mem- 
bers were present: J. E. Calloway, 
Howard Ashley, Allen Meadors, R. C. 
Barr, Gus Godfried, Joseph Shepherd, 
H. M. Young, Louis Hershkovitz, W. H. 
Eaton, Morris Shyer, Morris Ellis, 
Ed Cooper and J. D. Gillis. 


Macht Visits Boston 


Boston, Mass.—Jack Macht, buyer 
of shoes, hosiery and toys for the four- 
teen Charles Stores, Inc., with head- 
quarters at 370 Seventh Avenue, New 
York, made a visit to the RECORDER of- 
fice the other day and bought fifteen 
copies of “The Shoe and Leather Lexi- 
con” for each of the footwear depart- 
ments in the chain. He reported that 
the Charles Stores, Inc., have had a 
rapid expansion in their three years of 
existence, and that they are entirely 
different from any other type of a store 
—for instance, articles are sold for 
five and ten cents and range in price 
from that level up to $5. The Charles 
Stores, Inc., carry items of merchan- 
dise as low in price as do the regular 
five and ten cent establishments, but 
also carry articles such as shoes and 
ready-to-wear goods, which are not han- 
dled by “The Five-and-Tens.” 

Charles and Harry Copelon started 
the Charles Stores Co., Inc., with three 
shops, and expanded to 26. They are 
located mostly in North Carolina and 
Virginia. The first New York store of 
this corporation is just about to be 
opened at 154 East Fifty-ninth Street. 

Mr. Macht hails from Baltimore. He 
has been with the Charles Stores Co., 
Inc., for three years. Prior to that he 
was connected with M. Samuels Co. Mr. 
Macht comes to this market to purchase 
about once a week. He is a young man 
of 26. When comment was made on 
this fact, Mr. Macht said: “The per- 
sonnel of our organization is made up 
entirely of young men. Not one of our 
executives is over 40 years of age.” 





A Colorful Shoe Background 








The grouping of light colored shoes in front of this thirteen-color 
background gives a most harmonious effect 


Retail shoe merchants 
have come to realize the value of art 
in window displays and in the better 
stores much thought, as well as money, 
is expended in making the windows 
reflect beauty. In the old days most 
stores displayed a large percentage of 
the shoe stock in the windows. Now 
only a few styles are shown but the 
richness of the window settings makes 
the display much more alluring to the 
passerby. Shoe manufacturers 
for years cooperated with their retail 
accounts in supplying electrotypes or 
mats for newspaper ads and also with 
booklets and folders to mail to con- 
sumers. 


generally | 


have 


| One of the most recent innovations 
along the line of retailer helps is a 
| window background in the form of a 
| screen thirty-eight inches high and 
| forty-eight inches wide in thirteen col- 
| Ors. The real beauty of this screen is 
| lost in the one-color reproduction which 
| we are illustrating, but one can easily 
visualize the colors by simply looking 
| at-it. The size, 48 x 38 inches, makes 
it practical for almost any window. 
| This work of art makes a most com- 
| plete as well as unique window display 
for merchants and is most appropriate 
| for Paradise shoes. 








St. Louis Feels 
Cold Weather Aid 


St. Louis, Mo.—Cold weather has 
been helpful in building better shoe 
business in the retail district. The past 
week has had the proper kind of snap 
in the air and business started upward 
with a real Christmas spirit. 

Reports in some stores are to the ef- 
fect that the volume is running ahead 
of last December. The increase, how- 
ever, is slight. Others are reporting 
business as not brisk, but all are opti- 
mistic in their belief that the year will 
close with a fair gain over 1926. 
Christmas merchandise is not being 
sought as eagerly as in other years, is 
a comment being made in the stores. 

In the style field there has been a 
shift from the suede demand which was 
prevalent about thirty days ago to a 
strong call for patent leather. In some 
stores the preference for patent is at 


least 75 per cent of the day’s sale. This 
is a decided up-sweep for the shiny 
material when only a short time ago it 
was sharing honors on an even basis 
with suede. In some stores brown 
suede is better than black, others are 
reporting heavier demand for black. 

Black satin has been enjoying a 
slight demand during the past week 
sufficient to justify. merchants men- 
tioning it as being active. 

Greys also have been asked for and 
stores report women showing some in- 
terest in this color. 

The few cold days this winter have 
been extremely beneficial in disposing 
of a good many pairs of boots. Some 
concern was displayed regarding their 
activity until the cold weather arrived, 
which has removed them from the 
shelves in such quantity as to eliminate 
the possibility of merchants sustaining 
a loss. This has been profitable business 
for those merchants who bought them 
and believed in them. 
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Will Like at Prices They Can Pay!! 





At Copley Plaza Hotel, Jan. 3-5 
Room No. 136 


You will be interested in the 
values “On-Time” “$3 to $6” 











sellers represent. A minimum 
gross profit of 35% for you, 
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Samuel Cohen Shoe Co., 


figured on selling price. 


A visit will pay you. If you 
will not be in Boston send for our 
free “Silent Salesman’”’ service; > 
returnable samples sent our ex- 


pense. 















BOSTON, MASS. 
72 Lincoln Street 




















December 24, 1927 











btstublished 1894 








aimee | 


2 


SS eee 


Stock No. 





=» 


REA SS 






Re 








IN STOCK 


Patent Blucher with Dri-Sole 


1201 Sizes 5-8 Spring Heel 
12025 Sizes 84-11 
12035 Sizes 11¥%-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elke | 


TRUITT BROS., Inc. 
Binghamton, N. Y. 






Rubber Heel 




































IN 
STOCK 


36 Pair Cases 





12 Duncan Street 


HERE is a background of many 

years in the boudoir business back 
of me. These years have shown me 
what to put into them to enable the 
trade to get a lot out of them—in 
dollars and cents and consumer good 
will, Write for sample pair. Will 
send with prices. At once 
deliveries in 36 pair cases. 
Black Kid, leather or rubber 
heels. Colored Kid. Leather 
heels only. 


Deliveries At Once 


A. W. GREELEY 


. Haverhill, Mass. ro. 
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Featherweight Ice Creepers! 


. .Thoroughly practical. BHasily 
attached and removed. They 
grip and hold securely. 


Made with woven strap and 
buckle. 


- 





Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 


Retail for 50 cents per pair. 
Dealer’s price $4.00 per dozen 
pair. 

Order from your ober. or 
A Money Maker! we will ship direct 


CHURCHILL MFG. CO., Inc. 
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Cincinnati Shoe Trade 


Shows Improvement 


CINCINNATI, OHI0O.—Local retailers 
report business a little better than last 
week. Christmas trade started early 
and promises to be as good as that of 
previous years. Black seems to have 
the edge on colors, with black patent 
best. Tan in men’s shoes is moving a 
little more slowly than black, and it 
seems that more and more men are 
adhering to the custom of wearing 
black after 6 o’clock in the evening. 
Galoshes and Russian boots continue 
to move well and several retailers re- 
port gift slippers to be moving excep- 
tionally well. Satin is best in women’s 
holiday slippers while leather is going 
best for men although felts with 
leather soles and rubber heels are 
very good. 

The Stetson Boot Shops recently in- 
troduced two new semi-dress pumps 
that are going over big with Cincin- 
nati women. Both these shoes are 
calfskin, one a topaz shade and the 
other hemitite. C. N. Moreland, man- 
ager of The Stetson Shop, said that 
many women are buying them for holi- 
day party wear, realizing they will 
make splendid street shoes for the 
after-holiday season. Black is the big 
color mover in both men’s and women’s 
shoes, Mr. Moreland reported, although 
Stetson continues to enjoy a_ nice 
amount of business on brown. Suede 
leathers are best in brown and are 
especially good when conservatively 
trimmed with kid, patent or bronzed 
leathers. 

Silver and gold evening slippers 
have made a start and satin and pat- 
ent are both moving well, according to 
R. C. Walker, manager of Potter’s 
Basement Department. Straps are out- 
selling pumps at present, Mr. Walker 
reported, and ties are coming to the 
front. Satin house slippers for women 
are very strong at the Potter store, 
and leather slippers for men are better 
than felts. A nice business has been 
enjoyed on Russian boots, Mr. Walker 
said, and with galoshes, the Zipper 
type has been the best mover. 

The men’s shoe business has been 
exceptionally good for the past few 
weeks, L. R. Diekhaus, shoe depart- 
ment manager of the Browning-King 
Company, reports. 


Police Get Hints on How to Walk Correctly 


PROVIDENCE, R. I.—Man’s oldest habit | Providence cops. 
received a paradoxical jolt when 37 | harmful; 


members of the Providence police de- 
partment took their first lessons in 
correct walking under the direction of 
Dr. William M. Scholl, noted foot sci- 
entist of Chicago. 

“Only one in fifty knows how to 


walk correctly,” Dr. Scholl told the | use of 


“Don’t toe out, it’s 
keep your feet straight 
ahead, chest out, head up; take brisk, 
snappy steps and breathe deeply. 
Walking makes you smarter and 
healthier.” Photo shows Dr. William 
M. Scholl of Chicago giving a member 
of the Providence force some hints 
about correct walking through the 
a treadmill. 











Dallahite Dept. Expands 


Houston, TEx. (UTPS)—The Dalla- | 


hite-Levy Co. of this city announces 


that its shoe department in its new | 


location at Main and McKinney will | Co., Woodward and Adams. 


Jack Claus at Fyfe’s 


DETROIT, Micu. (UTPS) — Jack 
Claus, brother of Santa Claus, is mak- 
ing a preholiday visit at R. H. Fyfe & 
He ap- 


afford the company ten times as much | pears every day from 11 a. m. to 4 


space as at the present location. The 
shoe salon, which will be located on the 
first floor of the big building leased 
from Jesse Jones, will be one of the 
most elaborately furnished in the 
Southwest, the company said. In addi- 
tion to the footwear department on this 
floor, the store will have counters espe- 
cially designed for the hosiery. In the 
shoe department the arrangements will 
be those which will make shopping a 
comfort and convenience to customers. 


| 





p. m., entertaining the youngsters with 
sleight-of-hand tricks, songs with uku- 
lele accompaniment, stories and other 
diversions, besides having a gift for 
each one present. The large audience of 
children that greets him attests to his 
popularity. Interest is not confined to 
children, however. He is located on 
the second floor, where women’s and 
children’s shoes are handled, and many 
adults remain a little longer than usual 
to listen to his merry quips. 








Atlantic City, N. J. 


Columbus, Ohio. 





Convention and Style Show Circuit 


January 3, 4, 5—Sixth Annual Official Boston Shoe Show, Hotel Statler, Boston, Mass. 
January 3, 4, 5—Second Annual Boston Shoe Style Show, Copley Plaza Hotel, Boston, Mass. 
January 9, 10, 11, 12—N. S. R. A. Convention, Hotel Stevens, Chicago, Ill. 

January 23, 24, 25—Middle Atlantic Retailers’ Convention and Style Show, Ambassador Hotel, 


January 23, 24, 25—Texas-Oklahoma Retailers’ and Southwestern Travelers’ Convention and 
Style Show, Hotel Dalias, Dallas, Tex. 
February 13, 14, 15—Ohio Valley Retailers’ Convention and Style Show, Deshler-Wallick Hotel, 


March 12, 13, 14—Northwestern Shoe Retailers’ Convention, Nicollet Hotel, Minneapolis, Minn. 
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WHERE TO BUY 
Men’s Shoes 












Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 

















BOSTONIANS 











SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

"Che Cantied Stock 
11 Seath Strect 

















HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











~~ 
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() M. A. PACKARD CO., Makers 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 




















Mid-West Trade 

Factors to Celebrate 

In Cincinnati 

Twenty - eighth Anniversary 

Dinner to Be Held Wednes- 
day, December 28 





CINCINNATSE, 

O HIO0— The 28th 

anniversary 

dinner of shoe 

manufacturers, 
tanners, leather 

dealers and other 

tradesmen allied 

with the shoe 

manufacturing in- 

dustry’ of the 

Central West and 

Ohio in particular, 

will take place on 

Wednesday eve- 

sediiiieiiti ik . ning, + ea 28, at 
red A. Miller, Pres. of the incinnati 

The H. C. Godman Co. Club, this city, 
under the auspices of the Shoe and 
Leather Club. 

This proposed gathering is confident- 
ly expected to be the outstanding trade 
event of the past several years, so far 
as the Ohio and adjacent markets are 
concerned. Details in connection with 
the arrangements are being handled 
by local members of the trade, and in- 
vitations have been extended to shoe 
manufacturers and allied merchants in 
Columbus, Portsmouth, Washington 
C. H., Chillicothe and in fact all Ohio 
centers, as well as Kentucky, Indiana, 
Tennessee and West Virginia markets 
to be present at this “get-together” 
dinner which, coming as it does dur- 
ing the Christmas holidays, will add 
much to the good fellowship of the 
occasion. 

Fred A. Miller, president of the 
H. C. Godman Co., Columbus, and one 
of the leading figures in the shoe manu- 
facturing industry of the country, has 
consented to make the principal ad- 
dress. His subject will cover trade 
conditions and the future outlook. 

John G. Holters, president of the 
Cincinnati Boot & Shoe Manufacturers’ 
Association, and head of the United 
States Shoe Co., will act as toastmaster 
and will introduce the speakers of the 
evening, which in addition to Mr. 
Miller will include Russell Wilson, 
widely known Cincinnati newspaper 
editor and humorist, who in his char- 
acteristic manner will talk on Cincin- 
nati and its institutions. 

The wholesale shoe dealers have 
likewise signified their interest to co- 
operate in this event. Sidney J. Eis- 
man, vice-president of the Charles Meis 
Shoe Co., and president of the National 
Association of Shoe Wholesalers, is ac- 
tively supporting the banquet com- 
mittee. That the retail trade will have 
its share of outstanding representa- 
tives at this anniversary dinner is as- 
sured by the manner in which James 
P. Orr, president of the Potter Shoe 
Co., Cincinnati, has enthusiastically 
endorsed the movement. 

Edward Pfleger of Griess, Pfleger & 
Co., who with John G. Holters, George 








A. Springmeier and F. George Mohr 





are handling the banquet details, is 
confident of a representative attend- 
ance of the tanning industry of this 
section. 

Secretary E. E. Furstenau, 422 Com- 
mercial Square, Cincinnati, is in charge 
of the tickets for the affair. 





Prices to Be Major 
Problem Say Lynners 


LyNN, Mass.—“Prices will be a fore- 
most problem in 1928,” says a leading 
Lynn producer. “Light hides are up 
9 cents over last year, and heavy hides 
10 cents. Sole leather, such as is used 
in Lynn costs 16 cents a pound more 
than a year ago. Upper leather is up 
aecording to its color, grain and style. 
I am putting it moderately when I say 
it costs 25 cents more per pair to make 
shoes than it did a year ago. 

“The hairpin shank,” so named be- 
cause it suggests a hairpin turn in a 
motor road, is the newest and smartest 
development in style shapes of Lynn 
shoes. The heel, 20/8 or higher, is 
brought forward to shorten up the 
shank, and the waist of the shoe is 
drawn back. Some may say this is 
the short coupled last. It is more than 
that. The arch is the highest and the 
shortest yet seen. As the forepart of 
the shoe is shortened, the vamp being a 
scanty 2% inches, or just enough to 
hold. The shoe looks short, and the foot 
small. Furthermore, the profile of the 
foot, or the side view as a woman is 
seated, is of most striking outline. 

While Lynn firms are showing shoes 
of many colors in their sample lines, 
and are making up shoes on orders ac- 
cording to the chart, yet there is a 
strong undercurrent of blacks. Local 
tanners report a continued demand for 
fancy colored suede leather, and tan- 
ners of kid tell the same story. 

In the Hooley factory are some as- 
tonishing shoes, of a material not 
hitherto used in shoes. They will be 
shown at Chicago. Colella & Leathton 
have a new slip-on oxford, with a gore 
concealed in its throat and a buckle on 
its side. Bond Shoe Co. is fitting up a 
wood heel department, to make 10,000 
pairs daily. Marmon Shoe Co. is fit- 
ting up at 192 Broad Street to make 
smart style shoes, starting early in the 
new year. 

“Heels are higher,” says Frank 
Shirley of the United Last Co. “We 
used to call a 16/8 heel high. Now it 
is ordinary. High style heels are up 
to 20/8 and 22/8, and are of the Louis 
type. There are also Cuban heels, for 
street shoes, 14/8 high.” 

“Jim” Daly of Daly’s Golden Rule 
factories is planning to take over the 
McCallum silk stocking mill at Provi- 
dence, and operate it under the plan of 
self-ownership, such as is practised in 
the Golden Rule factories. 


Colt-Cromwell Moving 


NEw York, N. Y.—In keeping with 
the northward trend of business in New 
York, Colt-Cromwell, Inc., will move, 
January 31, from 596 Broadway to 
1239 Broadway, between Thirtieth and 
Thirty-first Streets. Both factory and 
show rooms will be moved to the new 
location, which contains about 12,100 
feet of floor space. The company manu- 
factures and imports puttees, boots and 











riding accessories. 
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Leo Cohen, Salesmanager 


Boston, MAss. 

—Leo H. Cohen, 

who for the past 

year has_ been 

handling the ad- 

vertising of the 

Samuel Cohen 

Shoe Co., has 

been promoted to 

salesmanager to 

succeed I. E. 

Finke who re- 

cently resigned. 

With the —_ 

ness acumen that 

— & oe is characteristic 

of his father, the head of the company, 

plus a trained mind, Leo is well fitted 

to handle the details of a sales depart- 

ment having thirty salesmen through- 

out the country, as well as the adver- 

tising of “On-Time” ladies novelty 
shoes at popular prices. 


Forward Buying 
Reported Delayed 


HAVERHILL, Mass.—The year will 
close with local shoe and allied estab- 
lishments at low production. The price 
situation and the complex style prob- 
lem has deferred any substantial order- 
ing of new season’s merchandise. 
Local manufacturers are attaching 
more than usual importance to the 
style shows dated for early in the year, 
believing that these gatherings will 
serve to clear up the price situation 
and establish the color trend. 

The present lull is not unusual for 
this season of the year, but probably is 
somewhat more general than a year ago. 
Mail order houses are cutting, with a 
few of the cheaper grade McKay shops 
catering to the jobbing trade moving 
briskly. Beyond this production is 
limited and restricted to immediate 
business. Retailers aided by winter 
temperatures are reported making the 
desired clearance of their stocks after 
a long wait and the buying outlook for 
early in the year consequently more 
hopeful. 

The spring lines which have been 
undergoing heavy sampling for weeks 
past show a decided preferment to 
straps, with the one-strap supreme. 
The strap, however, has great variety 
and is not by any means a set pattern. 
The narrow strap numbers are ranking 
as the smartest of the season’s offer- 
ings. The new light kid leathers are 
showing strength and with suede will 
be the leading spring leathers. 


Haverhill at Boston 


HAVERHILL — Myer T. Ornsteen of 
the M. T. Ornsteen Shoe Co., this 
city, is a member of the reception com- 
mittee of the Sixth Annual Shoe Style 
Show to be held at the Hotel Statler, 
Boston, January 3, 4 and 5. The M. T. 
Ornsteen company is also one of the 
nine local exhibitors at the show. The 
Haverhill exhibitors are the Model 
Shoe Co., the Modern Shoe Co., the 
Clinton Shoe Co., the Wright-Gorevtiz 
& McNamara Shoe Co., the Duane 
Shoe Co., the Lexington Shoe Co., the 
Kershaw-Durgin & Tatton Co., the 
Wise & Nesson Co. 





Brockton Plants 
Preparing Now to 
Increase Output 


Idle Factories Resume Pro- 
duction; Cutting Begins at 
New Field Plant 


BrRocKTON, Mass.—Further encour- 
aging news comes from this industrial 
center in that the Field Bros. Shoe Co. 
is starting off briskly on a 70-dozen 
pairs daily schedule; still another fac- 
tory here, idle for many weeks, the 
Standard Shoe, will resume next week 
starting with 60 dozen pairs a day, 
that the Union Shoe Co. will increase 
its production after stock-taking and 
that the W. L. Douglas Shoe Co. will 
increase its production 100 pairs a day 
when cutters resume work next week 
after inventory. 

The new $100,000 plant of the Field 
Bros. Shoe Co., dedicated last week 
with appropriate exercises at which 
President Walter P. Field was pre- 
sented a handsome platinum watch, 
lost only four days moving its equip- 
ment from its old North Middleboro 
plant to its new factory, and cutters 
began work on 60 dozen pairs a day. 
The concern expects to have this figure 
up to 75 dozen pairs within two weeks 
and hopes eventually to jump to ca- 
pacity of 100 dozen pairs after the first 
of the year. 

Dr. James Alfred, president and 
manager of the Union Shoe Co., has 
acquired the controlling interest in the 
Standard Shoe Co., which has been 
idle for many weeks. Just as soon as 
an inventory is taken the plant will 
resume operations, with an expected 
production of 60 dozen a day of fourth 
grade shoes to be manufactured for 
the jobbing trade. J. J. Geguzis of 
Boston is president of the company, but 
new officers will be elected on reorgan- 
ization after the first of the year. 

Dr. Alfred’s acquisition of the Stand- 
ard Co. stock in no way will affect the 
Union Shoe Co., of which he will con- 
tinue to be the active manager assisted 
by his son, James L. Alfred. 

The Whitman & Keith Co. has closed 
temporarily because of the lull in 
orders, and foremen have been notified 
they will be called back when opera- 
tions are resumed. The company 
denies emphatically persistent rumors 
that liquidation is in process. 


A Weinbrenner Romance 


MILWAUKEE, WIS.—Visitors at the 
Milwaukee headquarters of The Albert 
H. Weinbrenner Co. will miss a charm- 
ing figure and a cheery voice which 
greeted business callers at the Wein- 
brenner shoe factory for the past dozen 
years. Richard Weeks, until last spring 
connected with the company’s head- 
quarters, was promoted in June and 
appointed assistant manager of their 
Atlanta sales office. 

Once again has “absence made the 
heart grow fonder,” so two days after 
Christmas Miss Florence E. McGrath 
of Weinbrenner headquarters will be- 
come Mrs. Richard Weeks of Atlanta. 


WHERE TO BUY 
Men’s Shoes 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Re Stetsons 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











Gzinlee 


50 STYLES IN STOCK 


Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
ckland, Mass. 

















os HAND LASTED 


Bion F-Revno ps Coa, 
BROCKTON MASS 


WHERE TO BUY 
Standard Shoe Materials 





Beggs & Cobb, 
Boston, Mass. 








Strong and Flexible 


€ Counter Board 

¥) Made trem 

: Le Fiber 

The Sterling Fiber Board Co. 

Sales = 501 Fifth Avenue, 
ew 











Exacting standards of manufacture 
produce Uniform Quality. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
troit New York Chicago 








The One 
Waterproof 
Leather That 


Takes and Re 
tains a Polish 


CREESE & COOK CO. 
at D sport, 95 South St., Boston. Mase 


os ol, 


























72 


BOOT AND SHOE RECORDER 





December 24, 1927 














WHERE TO BUY 
Ballet Slippers 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 







In STOCK 

Women’s, $1.35; 

Misses’, $1.30; 

Children’s, $1.25 

Send fer Mail orders prompt- 
Samples ly attended to 


ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane 8St., 
New York, N. Y. 














BALLET SLIPPERS 


Made on Right and Lett Lasts 
IN TOCK 
aw M 
Y Black Kid 
; hit x 


BROOKS SHOT Wea. CoO 


F 


» Angel 





i le el 


WHERE TO BUY 
Men’s Spats 


Ci i il 








MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 














WHERE TO BUY 


Heel Protectors 





A PROFIT MAKER 
to retail at 


$1.00 pr. 
Comes in 38 get 
terms, CUBA 
SPIKE, SPANISH 
Any Oolor from 
sag Leather 
PRICE $7 DOZEN 
{62 Unien St. 
MEMPHIS, TENN. 











| Do You Know? 


, That you can buy or sell it through 
| the “Where to Buy” columns. This 
feature in its quick service is a time | 
' saver in meeting immediate needs. : 


Calf Tanners Offer 
Display Suggestions 


New York, N. Y.—Consumer appeal 
is one outstanding feature of the win- 
dow display suggestions provided for 
shoe retailers by the Merchandising 
Service Division of the Calf Leather 
Tanners. Not only are the displays edu- 
cational, but they have attention and 
interest value. 

Three different suggestions are sub- 
mitted for the retailer to use as out- 
lined, or to combine or adapt as his 
judgment may dictate. One display is 
built about a large streamer, “Calf- 
skin, the Aristocrat of Shoe Leathers.” 
Another carries an impressive card, 
“Presenting Authentic Calf Leather 
Shoe Styles for 1928.” 

Separate groups, with two, three or 
more pairs in each, and supporting ex- 
planatory small cards, identify the 
various calf leather finishes, suggest 
proper shoes for each occasion or 
otherwise are divided into appropriate 
classifications. 

Each of the three different display 
suggestions is contained on a single 
sheet of paper. The one headed, “Mer- 
chandising Service Suggestion No. 3 
to Manufacturers and Retailers of Calf 
Leather Shoes,” is typical. 

“This suggestion,” it reads, “is based 
upon the policy that has been so suc- 
cessful in developing sales volume for 
fine gloves. We suggest as the basis of 
this window, a display streamer or dis- 
play card reading: 


“Correct Style Trios in Calf Leather 
Shoes 

“The principle of this display is that 
your window will contain separate 
groups—three pairs of shoes per 
group—with small designating cards 
for each of the pairs. The same desig- 
nations can be carried with all of the 
trios, or can show diversity and yet 
adapt themselves to trios. 

“The following is a safe trio set of 
designations: ‘For Street Wear,’ ‘For 
Sport Wear,’ ‘For Semi-Formal Wear.’ 

“You can adapt these designations 
and present in your window five, ten, 
fifteen or twenty different trio com- 
binations fitting these designations, ac- 
cording to the size of your window. 
Other developments of this ‘trio’ idea 
are as follows: ‘For office,’ ‘For Golf,’ 
‘For Hiking,’ ‘For Home Town,’ ‘For 
Lake Placid,’ ‘For Palm Beach,’ ‘Wear 
This Pair During Office Hours,’ ‘Wear 
These for Afternoon Golf,’ ‘Change to 
These for Informal Evening Wear,’ 
‘Oxfords for General Wear,’ ‘Shoes for 
Stormy Weather,’ ‘Brogues for Sport,’ 
‘These with Blue Apparel,’ ‘These with 
Gray Attire,’ ‘These with Brown 
Clothing.’ ” 

The complete set of suggestions is 
available, upon request, from the Calf 
Leather Tanners, 395 Broadway, New 
York City. 


Whitman to Join Field 


BROcKTON, Mass.—Richard P. Whit- 
man, vice-president and sunerintendent 
of the Whitman, Keith Shoe Co. of 
Campello, will conclude his duties with 
that concern January 1 and will be- 
come connected with the Field Bros. 
Shoe Co. of East Bridgewater, repre- 
senting them on the road in middle 











western territory. 





Macklin in Retail Field 


BROOKLYN, 
N. Y.—After ten 
years of traveling 
over the entire 
country as_ shoe 
salesman and 
demo nstrator, 
Ed. J. Macklin 
has reentered the 
retail shoe field 
and has become 
manager of the 
H. W. Baldwin 
Co. Shoe Store, 
owned by J. & T. 
Cousins Co. 
known as “The Home of Cousins’ 
Shoes,” at 312 Livingston Street, this 
city. He intends to add a smart line 
of dress shoes to his Modease shoe line; 
he plans to advertise in the local pa- 
pers and renew his acquaintance with 
some of his Brooklyn customers whom 
he sold when selling shoes over the 
fitting stool prior to going on the road. 
Mr. Macklin says that during his ten 
years as retail salesman at the original 
Coward, New York, store, he had a 
clientele of more than 500 persons. 





Ed. J. Macklin 





Lower Freight Rates 
from Wisconsin to Coast 


MILWAUKEE, WIs.—A movement spon- 
sored by A. J. Goldwater of the Stew- 
art Dawes Shoe Company, Los Angeles, 
Cal., and A. J. Geisinger of the A. H. 
Weinbrenner Company, and Gilbert B. 
Mueller of the Kozy Komfort Shoe 
Mfg. Company, representing the Mil- 
waukee and Wisconsin Shoe Manufac- 
turers, to obtain for the Western and 
Pacific Coast a lower L.C.L. shoe 
freight rate, was successful. 

The Transcontinental Freight Bu- 
reau, Chicago, has just announced and 
approved for publication a new lower 
rate covering westbound L.C.L. shoe 
shipments. 

This new rate will be $3.75 per hun- 
dred pounds L.C.L. Group D _ west- 
bound to the Pacific Coast. The for- 
mer rate was $4.41 per hundred and a 
saving of 66c. per hundred will now be 
had on all L.C.L. shipments of shoes 
from Milwaukee and Wisconsin points. 

The new rates for Milwaukee are 
the result of an effort carried on by 
several of the Milwaukee shoe manu- 
facturers, and with the aid of the Mil- 
waukee Association of Commerce, cul- 
minated in a group meeting and hear- 
ing, at the Transcontinental Freight 
Bureau offices, in Chicago, on Aug. 18. 
The new rates approved for publica- 
tion, will be in effect directly after the 
first of the new year. 








Correct Address 


In the M. T. Shaw, Inc., adver- 
tisement in our issue of December 
10, the address of the concern was 
incorrectly given as Racine, Wis- 
consin. On December 1 this com- 
pany completed its removal to 
Coldwater, Mich. 
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Theo. Saval Buys Control 


CHICAGO, ILL.— 
The controlling in- 
terest in the Mur- 
phy -Saval Shoe 
Co., Chicago, has 
been purchased by 
Theodore Saval, 
found er of the 
business from the 
estate of the late 
S. Rosencrans Mur- 
phy. . 

Otherwise the 
organization ccn- 
tinues unchanged 
and the product 
will continue as heretofore, women’s 
styleful McKays. 

“Teddy” Saval, as he is popularly 
known to his many trade friends, 
learned the rudiments of good shoe- 
making at Philadelphia in the “Halla- 
han” and “Laird Shober” factories 
prior to coming to Chicago, where he 
established The Saval Shoe Co., which 
later was changed to The Murphy- 
Saval Shoe Co. 

Mr. Saval is an innate artist and 
combines style sense with an efficiency 
in production seldom found in the same 
individual. 


Theodore Saval 


—__ 


Cincinnati Producers 
Booking Spring Orders 


CINCINNATI, OHIO—Orders for early 
spring footwear are being placed with 
local shoe factories and an increase in 
production is contemplated in the near 
future. Salesmen in territories dur- 
ing the past few weeks have had a 
chance to form a fairly accurate 
opinion of the way spring business 
will develop and it is believed that the 
volume should be about equal to that 
of spring 1927. Jobbers and in-stock 
departments have enjoyed a fairly 
good amount of pre-holiday business, 
but unfavorable weather conditions 
have kept mail orders below normal. 

The P. Sullivan Shoe Co. is opera- 
ting their Williamsburg, Ohio, factory 
at capacity, John Sullivan, general 
manager of the firm reports. The Sul- 
DoPedic corrective shoe they are build- 
ing has become very popular, Mr. 
sullivan said. Nice spring delivery 
orders are being placed on brown kid 
and black patent to retail at $5 to $7, 
and Mr. Sullivan thinks footwear in 
this price range will be spring’s best 
sellers. 

A satisfactory amount of early 
spring business is being done at the 
Roth Shoe Manufacturing Co. and the 
factory is running at low capacity. 
Salesmen and executives are on the 
road at present, but samples have not 
been out long enough to fairly de- 
termine just what is taking best, al- 
though Roth admits that brown kid 
and calf and black patent are being 
shown much favor. 

A well-timed advertising campaign 
on holiday slippers turned the trick 
for the Charles Meis Shoe Co. This 
trade paper and direct mail campaign 
was put on Dec. 1 and served to stimu- 
late business for this branch of their 
in-stock department. Orders galore 
are coming in for immediate delivery. 





A New Jobbing House 


Organized in Boston 


Boston, Mass.— Henry Schworm, 
originally with the O. J. Lewis Mer- 
cantile Co., St. Louis, some time ago 
reversed the advice of Horace Greeley 
to attain success, “Go West, young 
man, Go West,” when he “migrated” 
to this city, and became associated 
with R. E. McDonald Co.; later, with 
the Bloom-Langer-Lippman Co., and 
still later, one of the organizers of 
the Burtman-Rondeau Co. After a 
period of activity in the New Egland 
trade, Mr. Schworm decided to rest 
a while from his labors and retired 
from the shoe business for a year and 
a half. But the old adage of “Shoe- 
maker Stick to Your Last,” and “The 
Lure of the East,” brought him back 
again to the shoe and leather district 
of “The Hub.” The result is the new 
jobbing house of Schworm-Finke 
Shoe Co. Mr. Schworm’s associate, 
I. E. Finke, has been active in the 
wholesaling of shoes for the past 21 
years, commencing his shoe career in 
1906 with the Peters Shoe Co. of St. 
Louis, in 1912, he accepted a position 
with Hamburger Bros. Shoe Co., mov- 
ing with this concern to Boston in 
1916. Two years later, Mr. Finke be- 
came associated with the Samuel Cohen 
Shoe Co., and has been active in the 
management of this concern up to the 
present time. The policy of the 
Schworm-Finke Shoe Co. will be to dis- 
tribute medium priced novelty foot- 
wear, through the efforts of resident 
salesmen, to the volume buyer in all 
principal cities—stocking and distrib- 
uting the shoes of this concern from its 
headquarters, 85 South Street (corner 
Essex and South Streets), third floor, 
Boston. 


Urges Aid for Export 


SALEM, Mass.— Congressman An- 
drew, who represents this North Shore 
shoe and leather district in Congress, 
appeared before the Congressional com- 
mittee on appropriations, and urged a 
liberal appropriation to aid agents of 
the U. S. Department of Commerce to 
make studies of the shoe and leather 
markets of Latin America and the 
Orient. Mr. Andrews declared that 
since the shoe and leather industry has 
no protection from the tariff, it should, 
at least, have some encouragement 
from the Government in efforts to open 
up foreign markets for the sale of its 
surplus products. 


New Price Lists 


HAVERHILL—The local shoe and al- 
lied industries will inaugurate new 
price lists on January 1. The shoe in- 
dustry is now awaiting the decision of 
Chairman Frank C. Richardson of the 
Haverhill Shoe Board, establishing 
prices for 1928, while the wood heel and 
cut sole industries are independently 
negotiating prices with the local unions. 
Competitive conditions are responsible 
for the manufacturers in the various 
branches of the industry seeking a 
downward revision of prices. 





WHERE TO BUY 


Men’s & Women's 
Slippers 


PULLMAN SLIPPER 
BLACK 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and up. 
Ra = 2 inal 
sent on 
voquest 








Men's All Leather House Slippers 
STOCK 


Heel. 

Bend for samples. 

ROTH & ROSENBERG SHOE OO. 
124 N. Srd St., Philadelphia 








IN STOCK 


$1.00—5 % 

days; case 

lots; gen 

uine kid 

turn; rubber _ heel; 
rights and lefts: 3 to 9 
WM. SUMNER SMITH 
325 Monroe Street 





Chicago, tI. 








“Of the Better Grade 
vie 4. Better Tr rade” 


Slipper Coxe. 


el le elie ei i i 


WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES ~- 


Shoe Store Designers and Buitdecs 


Cc. L. GOODWIN & CO 
WORCESTER, MASS. 
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WHERE TO BUY 


Women’s Novelties 


li ell 








ial 








8 
Z 
4 
5 
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to get it. 
Samuel Cohen 


oe e 
72 Lincoln St., 
Boston, Mass. 4 


























WHERE TO BUY 
Shoe Buckles 





V«_—-_ VEITH—-—-> V 
f CUT STEEL— 

IMITATION STEEL 
] BEADED 


SHOE BUCKLES 
A. & H. VEITH, INC. 


—Importers— 
9-11 East 38th, New York 


T 
H 


WHERE TO BUY 
Children’s Shoes 


E 
i 
T 
H 














“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
Boston omen Statler ‘Bids. ‘Room 532 

















Needed Xmas Gifts? 


INDIANAPOLIS, IND. (UTPS)—Burg- 
lars visited the store of the Kinney 
Shoe Company at 24 N. Pennsylvania 
Street Monday night, December 12, and 
took silk hose and house slippers valued 
at $700, according to George Dimel, 
local manager for the company. The 
thieves forced their way into a freight 
gangway at the side of the store, from 
the alley in the rear, and entered by a 
window 20 feet from the ground. One 
hundred dozen pairs of silk hose and a 
large amount of house slippers con- 
stituted the loot, which were stored in 
the rear part of the store. The front 
of the store remained unmolested, due 
to the fact that i€ is well lighted. The 
stolen goods was held in reserve for the 
Christmas trade, said Mr. Dimel. 


Billy Marks Starts 
New Wholesale House 


St. Louis, Mo.—Billy Marks, well- 
known style man of this city, for 17 
years a member of the shoe trade, and 
for the past three years affiliated with 
the Scissors-Marks Shoe Co., Inc., of 
this city, a wholesale novelty shoe 
house, has gone into business for him- 
self, under the name of the William 
Marks Shoe Co., at 1406 Washington 
Avenue, and will sell a line of women’s 
novelty shoes exclusively, to retail at 
popular prices. 

Associated with Mr. Marks is Benja- 
min Finkelstein, sales manager, for the 
past few years with Shu-Stiles, Inc., and 
the Special Shoe Co. of St. Louis. Mr. 
Finkelstein will have charge of the 
selling for the William Marks Shoe Co., 
while Billy Marks will have charge of 
the styling. Also associated with 
Messrs. Marks and Finkelstein is Harry 
Marks, a brother to Billy. 

The new concern will put a force of 
salesmen on the road, and will show 
the line at the Morrison Hotel, Chicago, 
during the week of Jan. 9 and at the 
Adolphus Hotel, Dallas, during the 
Texas-Oklahoma Convention, Jan. 23-25. 





Essex Rubber Company 
at Boston Convention 


The Essex, Rubber Co. is preparing 
for big things at the coming Boston 
Convention. Their booth, which will 
be No. 28, will contain a display of 
interesting offerings for those in the 
shoe trade. To welcome their friends 
and patrons, and to explain new de- 
velopments that will be exhibited, the 
following Essex representatives will 
be on hand: Lawrence M. Oakley, gen- 
eral sales manager; Raymond 
Phillips, New York representative, and 
Harry T. Fogg and Herbert G. Ander- 
son, both of the New England terri- 
tory. 





L. Holmes Dalton Dead 


BrockTon, Mass.—L. Holmes Dal- 
ton, associated with his father, 
Philip Dalton, in the Dalton Shoe Co., 
died at his home here Dec. 18 after a 
short illness with pneumonia. He was 
in his 36th year. Besides his father, 
he is survived by his mother, his wife, 
and a sister, Mrs. Hastings Hawkes, 
all of this city. 

Mr. Dalton suffered a cold early in 
the week, which became aggravated and 
developed into pleurisy and then pneu- 
monia in a few days. Although a giant 
in physique he was unable to withstand 
the ravages of the disease when it at- 
tacked both lungs. 

He was a native of Brookfield, Mass., 
but moved to Brockton when he was 
only a young boy. After three years 
of high school he became associated 
with his father in the Dalton Shoe Co. 
Later he became an executive of the 
Charles A. Eaton Shoe Co., but subse- 
quently he returned with his father. 
He was a member of the Nashua, N. H., 
Country Club, the Commercial Club of 
Brockton and the Shoe and Leather 
Association of America. 

The funeral was held in Brockton 
Dec. 21, with burial in Melrose Ceme- 





tery, Brockton. 









Credit in Flood Area 


BrRocKTON, Mass.— Felix Johnson, 
prominent local clothing dealer, is back 
from a tour through fiood-stricken 
Vermont with stories of high praise in 
that territory, and particularly in 
oe Vt., for the Geo. E. Keith 


0. 

A Walk-Over dealer in that city, in 
telling Mr. Johnson the story, asserted 
the first mail to enter the city follow- 
ing the flood brought a letter from the 
Geo. E. Keith Co. announcing the com- 
pany had cancelled the dealer’s account, 
that if he wished shoes to take care of 
flood victims in his territory he had 
only to send in the order and it would 
be filled regardless of size. 

The Walk-Over people, the merchant 
informed, declared it did not matter 
whether the merchant was in a position 
to pay for the goods or not. The mer- 
chant is displaying the letter whenever 
occasion arises, with the result that 
Brockton is getting considerable flat- 
tering publicity. 


Gensemer & Salen Changed 
to Pine Grove Tanning Co. 


PHILADELPHIA; Pa.—The Pine Grove 
Tanning Co. was formed in pursuance 
of a reorganization of Gensemer & 
Salen, sole leather producers of Pine 
Grove, Pa., on Dec. 13, 1927, under the 
laws of Pennsylvania. 

The following officers were elected: 
Carl F. Danner, president and treas- 
urer; Charles P. Blinn, Jr., vice-presi- 
dent, and Henry A. McCarthy, secre- 
tary. 

The product of this concern will con- 
tinue to be sold through Cover & Co. 
of Philadelphia. 


Bradford Liquidation 
Progressing Rapidly 


CoLuMBUS, OHIO (UTPS)—The work 
of liquidating the affairs of the Brad- 
ford Shoe Co., which was started about 
five months ago by Emery Bradford, 
is progressing rapidly. A large part 
of the factory equipment has been soid 
as well as all of the stock and raw 
materials. Mr. Bradford believes that 
the affairs of the company will be 
wound up by the first of the year with 
the exception of disposing of the fac- 
tory building, which is owned by the 
company. 

Mr. Bradford reports that he has re- 
ceived many calls and letters from re- 
tailers and others to buy shoes. Since 
the company has been out of the market 
for six months, this is considered un- 
usual but shows the extent that the 
good -will of the factory had been built 
up. 


N. B. & S. M. A. Banquet 


NEw York, N. Y.—From present in- 
dications attendance at the twenty- 
fourth annual banquet of the National 
Boot and Shoe Manufacturers Associ2- 
tion, to be held in conjunction with the 
association’s annual meeting at the 
Hotel Astor, New York, Jan. 17 and 18, 
will run between 800 and 1000, accor:- 





ing to J. Dudley Smith, secretary. 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM 


oo -——=~| One hour a week 
a keeps your rec- 
Tt ords complete. 


Every sale and 
purchase re- 


corded. 


Visible daily turn 
over and sales 
report. 


$ 550 


West of Denver $6.00 
Canada and Foreign Countries $6.50 


postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today before 
supply is ex- 
hausted. 





WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, 

Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


Mass., on 


























SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 














for Women. 





other shoe and appeal at once to 
Iowa, 


A MEDIUM PRICED CORRECTIVE SHOE FOR A SIDE LINE 


Salesmen Wanted—to carry on commission manufacturer’s line of 12 
Retailed from six to seven dollars. 


‘‘Alr-O-Pedic Arch’’ Support Shoes 


These shoes have special features not found in any 

and c . Territories open: Delaware, Maryland, [linois, 

Michigan, Minnescta, Nebraska, New. York State, North and South Dakota, Wisconsin, and Ver- 
mont. Prefer men who work their territories close. 


AIR-O-PEDIC SHOE CO., 126 Summer St., Boston, Mass. 








Salesmen in California 
SOUTH—SOUTHWEST 


A 
Sideline 
of 10 
WOMEN’S 
SPORT 
SHOES 
To retail 
$5 to $7 


IN STOCK 


Immediate 
Delivery 
Widths 

AA to D 





Pxclusive territories on commission basis. 
Only men with first class references and 
clientele of high grade merchants. 

A. SANDLER, Est. 1889 
144 Lincoln Street, Boston, Mass. 








We have been selling the 
larger operators mainly. Now 
we want live salesmen to help 
us expand our business with 
the better retailers on our 
lines of misses’ and children’s 
Welts, Greenflex Process 
Flexible Shoes and Children’s 


Stitchdowns. Can be carried as a 
side line on straight, liberal com- 


mission _ basis. The following 
States are open, some with an es- 
tablished business: — Wisconsin, 


Minnesota, Iowa, Missouri, Arkan- 
sas, Nebraska, Kansas, Oklahoma 
and part of Texas, Louisiana ex- 
cept New Orleans. Personal in- 
terview at Hotel Morrison, Chi- 
cago, week of January 9, or give 
full details in first letter. 


GREEN SHOE MFG. CO. 
960 Harrison Ave., Boston, Mass. 





Real live wire shoe salesmen with 
established trade in the following 
states: Alabama, Arkansas, Ari- 
zona, Indiana, Louisiana, Michigan, 
Mississippi, Ohio, North Dakota, 
South Dakota, Texas. Complete 
line of women’s medium price, real 
hot novelties, all instock. Refer- 
ences must accompany applications. 
Liberal commission with wonderful 
opportunity for right men. Ad- 
dress D-178, Boot and Shoe Re- 
corder Pub. Co., 207 South Street, 
Boston, Mass. 








Salesmen Wanted 


Following territories open for live 
wire salesmen: 

Virginia, West Virginia, Georgia, 
Florida, Alabama, Mississippi. 
Men’s and Boys’ popular priced 
Goodyear Welt shoes with strong 
side line of Men’s Heavy Work 
shoes. Send all details first letter. 


G. P. CRAFTS CO., INC. 
147 West Broadway, 
New York City, N. Y. 














Leather and Fancy 
Felt Slippers 


Experienced wholesale shoe salesmen with 
road record, for the following territories: 


New York Kansas 

Pennsylvania Missouri 
Ohio Indiana 
Illinois Michigan 








Large manufacturer of leather, felt and 
satin slippers has exceptional line ready 
for live wires. Commission basis. State 
age. experience and ability with refer- 
ences in a ~~ Address D-212, 
care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SALESMAN for Tennessee. Commission basis. 
Welts, McKays, Stitchdowns, Leggings. Only 
smen residing in territory. No 
non-conflicting _ line. 
Hagerstown Shoe & Legging Co., Hagerstown, 


interested in 


objection to carrying 


Maryland. 


ARGELY 














increased facilities cause us 


to 


seek experienced Shoe Salesmen who are 


looking for a quality line of children’s good- 
year stitched shoes to carry exclusive or as a 
side line in Ohio—lIllinois—Texas—New 
ico Arizona Nevada—Iowa Nebraska Kansas 
and the Pacific Coast States. 
line now ready. 


Mex- 


S New Spring 
Pride Shoe Company, 1709 
Locust Street, St. Louis, Missouri. 










York, New_Hampshire and Vermont, 
Michigan, Indiana, Illinois, Iowa, Nebraska, 
South Dakota, Texas, and Louisiana, Kentucky, 
We are manufac- 





Tennessee, North 
turers of one of the oldest lines of work shoes 
d shoes—a real QUALITY 
aid to the right man— 
established territory—only live wires need apply. 
Address D-189, care of Boot and Shoe Recorder, 
189 West Madison St., Chicago. 








dress oxfords an 
line—BIG commissions 









ALESMEN WANTED: Real producers in 


the following territories:—Pennsylvania, New 


Carolina. 


Maine, 





W 


ANTED AT ONCE—Three high grade 
rubber footwear salesmen by a large rubber 
company, to sell a popular and well advertised 
footwear item for women. Excellent returns 


men. Address D-154, care 


experienced 
Boot and Shoe Recorder, 207 South St., 
Mass. 








Stitehdown Shoe Factory 


in East desires to develop States of New 
York, Louisiana, Western Pennsylvania, 
Eastern Pennsylvania, West Virginia, 
North Carolina. Address D-19s, 
care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 















ALIFORNIA, Oregon, Washington, Mour- 

tain States, "Kansas, Nebraska, Iowa, Miss- 
ouri, Illinois, Wisconsin, Michigan and New 
En land—open. Beautiful fast repeating line 
Infants’ Flexible First Step Turns—28 nu nbers 
—all in stock. No unpacking—instant display 
on opening case. Straight 7% commission. 
Give main line as reference. Schuylkill Shoe 
Co.—Orwigsburg, Pa. 









SALESMAN— Coast resident catering to better 
trade to sell established line of high grade 
women’s hand turned shoes retailing from $10 
to $12.50. Commission basis. Give references, 
lines carried, and full details in first letter. 
Address D-190, care of Boot and Shoe Recorder, 
239 W. 39th St., New York. 
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~ SALESMEN WANTED 


SALESMEN WANTED 


FOR RENT 





—_—— 





REPRESENTATIVE WANTED 


For line of high-grade women’s hand-finished 
MecKays with Louis heels, manufactured by 
well-known Belgian firm. Smart patterns— 
newest leathers. Greater New York territory 
now open. All replies will be treated con- 
fidentially and should be sent with full 
particulars to Box D-222, Boot and Shoe Re- 
corder, Boston, Mass. 








WANTED—Experienced salesmen to 
sell on commission complete line of 
Women’s Welt Arch Support Foot- 
wear carried in stock. Territory open 
Indiana and Illinois except Chicago, 
Baltimore and vicinity. The Till Shoe 
Co., Owego, New York. 











Cc: H. HAWKES & SON, well known Rochester 
Manufacturers of soft soles and intermediate 
“Self Starters,” are looking for High Grade 
salesmen carrying non conflicting lines. Shoes 
Stocked. Line easy to carry and handle, 10% 
commission, samples ready. C. H. Hawkes & 
Son, t Pitkin St., Rochester, N. Y. 

ALESMEN WANTED:—Carpenters Infants 
5 Shoes are being sold as side line by a High 
Grade sales organization, who represent some 
of the best known houses in the country with 
their main lines. We have some open 
territory at this time for real producers, shoes 
stocked, consisting of quality soft soles and the 
well known infants first walking shoe “Self 
Starter.” Write at once as samples are now 
ready. Carpenter Shoe Co., Rochester, N. Y. 


WANTED SALESMEN, high grade men to 
sell a side line of children’s quality shoes; 
short line, sixteen samples; shoes stocked; stitch- 
downs 5/8 and 8%/11; goodyear welts 5/8, 
$%/11 and 11%/2, at popular prices. Good 
opportunity for live wire, men who can sell 
shoes in volume. Seven per cent commission. 
Give line now selling and details in reply. 
MAIZE SHOE COMPANY, Rochester, N. Y. 











Wwe have without question the fastest selling 
line of women’s “red hot” novelty shoes in 
the country, “In Stock” to retail at $4.00-$5.00 
and $6.00, and have several openings for “real 
salesmen” with established trade to represent 


us on a liberal commission basis. A wonderful 
opportunity for real producers. References must 
accompany all applications otherwise will not be 
considered. Wm. Marks Shoe Co., 1406 Wash- 
ington Ave., St. Louis, Mo. 





SALESMEN for territories of Philadelphia, 
Pittsburgh, Baltimore and Washington. 
Established trade. Straight commission basis. 
J. WEISS SHOE CO., INC., 137 DUANE 
STREET, NEW YORK CITY, N. Y. 


XPERIENCED salesman for women’s turned 

shoes. One with $5000 to $10,000 to invest 
in going shoe manufacturing business. Refer- 
ences required. Address D-213, care of Boot 
wot Shoe Recorder, 207 South St., Boston, 
ass. . 


SALESMAN covering South, Southwest and 

Middlewest, to carry side line of Ladies’ 
High Grade Turn Shoes to retail between $8.50 
and $10.00 per pair. Address D-214, care of 
et and Shoe Recorder, 207 South St., Boston, 
ass. 


ANTED—Salesmen with established trade 

to represent us in Texas. Will allot half 
of state to one man. We have the largest and 
fastest selling line of women’s novelty McKays 
tetailing at five, six and seven dollars. Liberal 
commissions and wonderful proposition to men 
of proven ability. Our men know of this adver- 
tisement. Address D-215, care of Boot and 
Shoe Recorder, 1627 Locust St., St. Louis, Mo. 














ANTED—Experienced salesmen to sell hich 

grade Children’s and Misses’ Turn shoes. 
Address D-218, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

ALESMAN WANTED-—Salesman for Ohio 
“and Indiana, prefer a man making his home 
in Cleveland or Indianapolis, We have estab- 
lished business in both states for men’s shoes 
to retail for $5.00 to $7.00. Six per cent com- 
mission, 4% on acceptance of order, 2% when 
shi References and all information in first 

tr. Samples ready and immediate reply 
wanted. WEBER SHOE CO., INC., NORTH 
ADAMS, MASS. 





ANTED—Salesman with established trade 

for New England territory to sell up-to-date 
line of Infants’ and Children’s McKay and 
American Welt shoes, commission basis. State 
reference with application. Stadlen Shoe Co., 
28 Goodhue Street, Salem, Mass. 


UNUSUAL opportunity. Alabama, Kentucky, 
Georgia, Tennessee, Texas, Louisiana, Miss- 
issippi, Minnesota, Colorado territories open. 
One of the strongest line of women’s novelty 
footwear to retail at $4.00 to $6.00. McKays 
and Welts. Every style in stock in quantities. 
Liberal C ission arrang t for real sales- 
men having a following. Replies treated con- 
fidential. Address D-224, care of Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














FOR SALE 


FOR RENT, women’s and misses’ high grade 
shoe department on percentage basis, in high- 
est type of women’s and misses’ specialty store 
of all kinds of women’s wearing apparel. 

tion 90% in a 
Address D-199, care of Boot and 
corder, 207 South St., Boston, Mass. 


large middle-western ity. 
Shoe Re- 








MISCELLANEOUS 


TURN your surplus stock into cash in ten 
days. Over two hundred personally con- 
ducted sales. Write giving sizes and kind. 
References, Wholesalers and Retailers. R. A. 
Wilson, Sr., Greenwich, New York, Y. 











FOR SALE 








FOR 
Wonderful 


Machines of many kinds. 


Time Clocks, etc. 


SALE 
Opportunity 


250 Sewing Machines, all types. 


1,000,000 pairs of lasts, many latest styles. 
Power plant—generators, 100 motors. 


Must be sold at once. Plant being stripped. 
Pick out what you want at ridiculously low prices. 


E. E. Taylor Co., New Bedford, Mass. 








Write for Our List 
“SHOES STORES” 


For Sale 


FEDERAL BROKERS, INC. 
A.LU. Bldg. Columbus, Ohio 





For Sale—Ladies’ Shoe Store 
with established trade in— 


PADUCAH, KY. 


Best location in the City. Clean, fresh 

stock will make it interesting for quick 

sale. Good reasons for selling. Apply 

D-223, care of Boot and Shoe 

pocensen, 207 South St., Boston, 
ass. 








OR SALE—The BEST LADIES’ WEAR 

and SHOE Store in a live steady diversified 
factory town of 4000 in Southern Indiana. All 
new active stock. Will reduce to suit buyer. 
A genuine opportunity for a live man who is 
ambitious to manage his own store. Small 
Capital will swing the deal. Owner has other 
interest which must be supervised personally. 
Address D-209, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





FOR SALE—Family Shoe Store in one of the 
most thriving cities north of Chicago. Popu- 
lation 40,000, with a large drawing territory on 
the main street in the heart of the business 
center. The oldest shoe store in the city, with 
a large established trade and good lease. Im- 
mediate possession. Address D-208, care of 
pest and Shoe Recorder, 207 South St., Boston, 
Mass. 








LINE WANTED 





H!GH Powered Shoe Salesman of twenty-one 
years honorable and successful Sales Ser- 
vice; age 44; desires connection with reliable 
firm on commission basis; either complete Men’s 
and Boys’ line or Popular Priced Ladies’ Nov- 
elty line; territory Ohio and Michigan. Sample 
rooms and auto service employed to insure re- 
sults. Address D-219, care of Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WOMEN’S or children’s line wanted. Have 

had eleven years’ sales experience in Ohio 
Record shows longest connection in territory of 
all salesmen selling same line. Age 33. Line 
must be right for volume trade. Address D-217, 
care of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





INES wanted by two experienced salesmen 

covering New York, Brooklyn and Long 
Island. One selling to wholesale and volume 
trade, the other to retail trade covering the 
entire territory by machine. Prefer popular 
riced lines. Address D-210, care of Boot and 
Shoe Recorder, 239 W. 39th St., New York. 














LINE WANTED 





EN’S, Boys’ line to sell wholesale trade. 

Have large acquaintance with volume buy- 
ers. CHARLES W. HALL, 72 Lincoln Street, 
Boston, Mass. 


FACTORY Line Wanted—That will interest 

best stores and largest on Pacific Coast. By 
salesman experienced retail and wholesale—who 
representing one of larger general manufacturers 
in Portland and vicinity will be ready for con- 
nections January first. Must guarantee ex- 
penses. Address G. Handy, 401 Worcester 
Bldg., Portland, Oregon. 








INE Wanted to sell to jobbers, department 

and chain stores in New York territory. 
Several years’ experience. Also open for line 
to sell to retailers, Address D-221, care of 
Boot and Shoe Recorder, 239 W. 39th St., 
New York. 

INE| WANTED — Manufacturers line of 

Ladies’ snappy popular price McKay and 
Turns, in stock, for State of Tennessee on com- 
nission. References exchanged. Eight years 
selling shoes in this territory. H. A. W., 
Windsor Hotel, Nashville, Tennessee. 








WANTED TO PURCHASE 


LICKER Dies used. Want fancy patterns. 

Send paper samples. Address D-211, care 
of Boot and Shoe Recorder, 239 W. 39th St., 
New York. 








Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible source 
of information as to where and what to bey. 
They are worthy of your ¢ attention. 
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POSITION WANTED 


WANTED TO PURCHASE 


MERCHANT NEEDS 








General Manager 


or 
Merchandise Manager 
Available February First 


Have thorough knowledge of 
buying, selling and all executive 
work required in distributing and 
wholesaling of shoes. Can furnish 
best of references. 

Address H. G. SIEGRIST 


5616 N. Mascher St., 
Philadelphia, Pa. 











SALESMAN with excellent following among 
the better retailers in eastern Pennsylvania, 
desires connection with reputable manufacturer 
of women’s novelty shoes to retail at $4 to $6; 
thoroughly experienced and capable of selling 
volume; will furnish best of references. Address 
S. WEISBERGER, 95 First Ave., Kingston, Pa. 


TYLEMAN, designer-creator, experienced 

pattern-cutter on ladies’ footwear, high grade 
man of ability and productive capacity seeks 
new connection; capable quality man, best of 
references. Salary moderate until ability and 
results are proven. Address D-126, care of 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


posrTor WANTED—Live wire; buyer and 
merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
= Can produce turnover and profits. Ad- 

ess D-174, care of Boot and Shoe Recorder, 
$07 7 South St. .» Boston, Mass. 


OSITION WANTED by a thoroughly ex- 

perienced retail shoe man, thirty-three years 
of age, with fourteen years’ service in the retail 
game. Has been opening and supervising the 
operation of chain shoe stores “for th the past 
seven years. Would like to get in touch with 
companies opening stores or departments, or as 
manager and buyer for shoe department. Can 
furnish best of references. Address D-220, care 
of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


SITION Wanted—Young man with eleven 
years” successful traveling experience for one 
house is desirous of making a change. Would 
— Women’s or Men’s shoes. _ Territory 
astern New York State. Address D-225, care 
of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















YOUNG man, 27, married, desires position in 
retail store, New York or Brooklyn. Six 
years’ experience as salesman and two years as 
manager. Address D-216, care of Boot and 
Shoe Recorder, 239 W. 39th St., New York. 


BUYER—Salesman—Store Manager, thoroughly 
experienced, fifteen years in retail shoe busi- 
ness, desires position with retail shoe store or 
shoe department. Live wire, — of produc- 
ing the goods. Married. Age 3 Can take up 
work immediately. Good character references. 
Any location. Address E. H. Goldman, 108 
East Pearl St., Torrington, Conn. 











MERCHANT NEEDS 





QSTABLISHED 90 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


%e3-271 UXINGTON AVE., BRODKLYM. ay 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MPcS 














Sell Us Your Left Over 


New Yor« Exroar Purcnwasinc Coar. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


an aun a da aan sserchandiee. Any ——— nd 
or 
Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 
622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 

















MERCHANT NEEDS 








The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


HARRISBURG, PA 


HARRISBURG, PA. 








".. OSCAR ONKEN col 


Display Fixtures of Quality 


_ IN WOOD ONLY, BUT IN MANY PERIODS 3 


Your Winbow Trims 
ONKEN 


—BSome of our New Period 
Fixtures 


- 
- 


—It might be a good business move to k 
into your present oo. + oe 
on ut one 


z 


we ee —_ a for —— Women’s 
lothing, anging in price 
ya "$50. 60 to int} per "er oot with which 
— results ean be 
‘or 


Of interest to the Display Man 
ASK For SpeciAL Boox B-11 





i SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES ; 

















SENTRY SHOE TREES 


Tuese light, flexible, adjustable 
Sentry Shoe Trees in nickel, black 
and in six beautiful colors for 
ladies. Only two sizes necessary. 
One for men and the other for 
ladies. Retail for 25 and 50 cents. 


Goideunich Mfg. Co., Providence,R.L. | 























One of the Two Best Lines Made 


CINCINNATI, O. 











OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 
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MERCHANT NEEDS 








Milbradt 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 

condition. 

@et our before 
placing » order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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< WIN DOW 
DISPLAY FIXTURES 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 


Ritchie Foils Bandits 


DENVER, Coto. (UTPS)—R. L. 
Ritchie, one of the proprietors of a shoe 
store at 1610 Champa Street, passed 
through the blood-curdling experience 
of having a “gat” shoved in his face, 
threatened, then bound and gagged. 

Shortly after 8 o’clock Riche was 
dusting up for the day when two tough 
customers entered softly and unan- 
nounced, and politely but firmly ordered 
him to open up the safe. Riche pro- 
tested that he would have to await the 
arrival of the “boss,” who had the 
combination of the safe. The two in- 
truders were perceptibly downcast by 
the intelligence, but said that they 
would wait. When Riche informed 
them that this would perhaps be an 
hour, they evidently decided that the 
wait would be onerous, so, binding and 
gagging their victim at the point of a 
gun, they said that they would return 
later and left. 

Riche, however, managed to liberate 
himself and raised the alarm. Had the 
bandits returned they would have met 
a pretty reception. The surprising 
thing is that the holdup occurred within 
several doors of the busiest corner in 
the city. 





$250 for Best Explana- 
tion 

RocHESTER, N. Y.—Gus A. 
Schaub of the Sherwood Shoe 
Co. announces a unique feature 
for the Chicago Convention to 
test the trade’s knowledge of 
shoe building. A prize of $250 
will be given to the first person 
who gives the right explanation. 
The question will be, “How did 
the Sherwood designer and maker 
remove the last?” More in de- 
tail, the problem may be stated, 
as follows: At the sample room 
of the Sherwood Shoe Co. two 
shoes will be presented for in- 
spection—one of extremely large 
size, and the other very small. 
These shoes are made solidly 
from one piece of leather for the 
upper (closed in at the top) and 
are of welt construction. The 
“trick” is to tell how the last 
was removed. The designer states 
that the scientific explanation 
will be very brief and simple 
and will be placed in a sealed en- 
velope. Contestants will be given 
pen and paper on which to write 
their answers, together with 
their names and the time these 
answers are made, and will be 
requested to deposit them in a 
ballot box. The Sherwood de- 
signer especially invites compe- 
tition from shoemakers. Arthur 
D. Anderson, editor of the Boor 
AND SHOE RECORDER, and James 
H. Stone, publisher of The Shoe 
Retailer, will two of the 
judges, and these judges will se- 
lect a competent shoemaker pres- 
ent at the convention to act as 
the judge. 

















xStCharlos 


ATLANTIC CITY 
For An Unusual Winter Outing 


it located 
ront . . . its appointments and “servieo 
mn Gallente to the discerning 
Cuisine par ‘eucottence. 
Hostess Golf Dancing 











Foreigner Picks 
Styles at Retail 


Boston, Mass. — A manufacturer 
from Czecho-Slovakia recently visited 
this market, and picked, at least a part 
of his styles from the window of the 
new John Irving Shoe Store, at 501 
Washington Street. Manager Al Seicol 
reports that the gentleman from ’cross 
seas came into his store and said: “I 
would like to buy twelve pairs of shoes 
just like those you are showing. You 
do not mind if I copy them for the folks 
in my country, do you?” Mr. Seicol 
said that he certainly did not object. 
Among the styles selected were a black 
suede one-strap, black kid one-strap, a 
brown suede opera pump, a black kid 
oxford, a gray and honey beige suede 
one-strap, a patent leather opera pump, 
and two pairs of arch support shoes. 
The dress numbers had 17/8 heels, and 
the orthopedic numbers, 12/8 heels. 


Counter Co. Doubles 
Output 


HAVERHILL, Mass.—The Bay State 
Counter Co., one of the largest mem- 
bers of the local leather crafts, this 





week announced a production increase 
from 30,000 pairs to 60,000 pairs 
daily, with plant capacity in- 
creased to 75,000 pairs. The com- 
pany on Thanksgiving Eve opened 
its new plant at 140 Washington Street, 
entertaining its 70 employees at a 
Thanksgiving party. The members of 
the firm are Arthur C. Engel and 
Daniel Lewis. The new plant is 
equipped with all modern machinery, 
operated by both steam and electric 
power, and laid out for every factory 
efficiency. The company was formerly 
established at 40 Phoenix Row. 


Barney Store Sold 


CLEVELAND, OHIO (UTPS)—The old 
Barney Shoe Store at 619 Prospect 
Avenue is now operated under new 
ownership with M. Rosenbaum in 
charge. Mr. Rosenbaum is also man- 
ager of the Mills Stores Company’s 
shoe department at 1810 West Twenty- 
fifth Street, where he was connected 
before the recent acquisition. An ex- 
clusive line of ladies $3.85 fashion 
footwear is carried in the new store as 
well as Cambridge Co. rubber wear. 
James Vlash, who was manager of the 
store under Barney, is retained as as- 
sistant manager. 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


/ 
SOO NL OO, 


HIS masterpiece of the year’s 

preparation—the great pre-con- 
vention issue of the BooT AND SHOE 
RECORDER, is scheduled for Dec. 31. 
It is the prelude to a national profit 
in 1928. We hope in this issue to 
lift up the ambitions and opportuni- 
ties of the retail shoe industry to a 
new high point of accomplishment. 
Merchandise has not caught up with 
minds; stores with styles, and busi- 
ness ideas with America’s speed for 
new thrills in merchandise. Some 
new and revolutionary methods of 
merchandising are scheduled for this 
great book. It is the climax of a 
year’s work. It becomes a guide to 
a new year of opportunity. 

This great year book permits the 
entire trade to present its merchan- 
dise to the merchant who is plan- 
ning his next year’s policies. [Illus- 
trated in color, it will be before the 
merchant’s eye for many a day. It 
is his guide not only to the National 
Shoe Retailers’ convention, but to 
his year’s work. 

Virgil Jordan, chief economist of 
the National Industrial Conference 
Board, tells the Railway Business 
Association: 

“A great industrial boom is com- 
ing that will make 1925 and 1926 
look like a depression. 

“Business expansion in 1928, and 
later, will strain our transportation 
facilities and credit resources to the 
limit, and put the powers of the Fed- 
eral Reserve system to a real test.” 

















82 BOOT AND SHOE RECORDER December 24, 1927 


CORDO 
DOUBLE-DUTY HYDE LACES 
















Any shoe lace ‘\ 
| will work for 
awhile, but the 
lace which con- 
tinues to work 
beyond the limit 


| 
| of expectation 





performs a dou- 


ble duty for the 



















shoe mer- 
chant, and this 

double duty reacts 
to the merchant’s 


profit. 
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Cordo-Hydes do just 
this and any manu- | 
facturer will be glad 
to equip your 
shoes with 


them. | 


O. A. MILLER TREEING MACHINE COMPANY 
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